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HOUSTON BANK OPENING: The mayor issued a proclamation (Se 


This Month: 


LOAN TRAINING WORKSHOP by Lloyd L. Austin 
A CUSTOMER OPINION POLL by G. H. Earle and Hi. L. McKaig 


e page 13) 








HANDLING MONTH-END STATEMENTS by Anna M. Christie 
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Clear sailing for your bank, too 


STAND BY TO SET SAIL! And this 
customer’s bank has a fair wind ahead, 


too...in good public relations. 


When your checks are printed on 
Hammermill Safety, the best-known 
name in paper reinforces your bank’s 
good name. Every time a customer 
writes a check, the “Hammermill” 


aif 


name is there to remind him that 
this detail of banking service gets 
your careful consideration, too. 
Reminds him that you’re trying to 
give him the best in banking service. 

What’s more you take an important 


step to preserve your good name, The 


specially sensitized surface of 


AT 


ERIE, PENNSYLVANIA 


Hammermill Safety reveals the slight- 
est attempt at alteration. Protects your 
good name as well as your money. 


When you order checks, have them 
printed on Hammermill Safety. Ask 
your bank stationer or check printer 
tor samples. Hammermill Safety 
costs no more than other safety papers. 


"aN 

















LETTERS 











Savings Plus Life Insurance 
Sirs: We appreciated the presentation 
of our Insur-A-Matic Savings Plan in 
your May issue under the heading 
“Matching Savings Deposits with Life 
Insurance.” This has created consider- 
able interest and brought letters from 
bank officers all over the United States. 
Scott E. LAMB, President, 
Michigan Life Insurance Company, 
Royal Oak, Michigan 


& & = 
Air Line Ticket Service 


Sirs: Our bank has combined forces 
with Eastern Air Lines to offer some- 





ticket service to 


thing new in air line 
customers. 

Here’s how it operates. The passenger 
makes his reservation with Eastern Air 


Lines. Then, he simply goes or sends 
to the nearest neighborhood office of our 
bank, including three now and soon five 
beyond the main downtown centers. The 
exchange teller issues the ticket and 
receives payment for it. 

The announcement by our bank was 
made by Paul M. Anderson, operations 
officer, who said he sees no reason why 
there should be any problem in the han- 


dling of tickets, even in other Virginia 
cities where the bank has offices, although 
this is not in the current schedule. 

In working out the program, the bank 
does not duplicate the work of other 
travel agencies and does not offer the 
service in the offices located in the same 
area as the agencies. 

While some other banks have travel 
departments and reservation aid, our 
service is new in the mechanics of han- 
dling the issuing of tickets as a banking 
transaction. 

DAPHNE DAILEY, 

Director of Public Relations, 

The Bank of Virginia, 

Richmond 16, Virginia 
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Farm Equipment Financing 


Sirs: We were delighted with the 
article, “A Survey Report: Farm Equip- 
ment Financing,” in your May issue. The 
reporting on this subject was certainly 
interesting and extremely accurate in 
view of the infinite details involved in 
discussing this subject with so many 
different authorities. 


H. L. NICOLLS, General Credit Mer., 
Massey-Harris-Ferguson, Incorporated, 
Racine, Wisconsin 


Bank School for Teachers 


Sirs: The six men and women pictured 
around the desk are school teachers 
who reversed their normal roles this 
summer and enrolled as students in an 
intensive, five-week course in banking 
orientation. It’s all part of a Valley- 
National-Bank-originated program _ to 
give teachers of high school commer- 
cial subjects a first-hand knowledge of 
job requirements in modern banking. 

So successful has this unique program 


Commercial teachers attend bank course at Valley National Bank 
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worked in practice chat the educator 
on the extreme left, Richard D. Hoover, 
traveled all the way from Indiana to 
participate. The other five teachers are 
from Arizona. Seated at the desk is R. M. 
Long, assistant vice-president in charge 
of personnel, supervising the training. 
PRESS RELATIONS DEPARTMENT, 
Valley National Bank, 
Phoenix, Arizona 
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Helpful Bank Letter 
Sirs: We just wish to tell you about 
the requests received from the refer- 
ence in your Booklet Counter to our offer 
of a bound collection of monthly letters 
entitled, “Of Interest to Executives.” 
There came to us from you 522 requests 
for copies, and another 25 requests came 
to us direct from invididuals. 
JOHN R. HERON, 
The Royal Bank of Canada, 
Montreal 1, Quebec 
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a: WES, you have a direct correspondent 
here through Bank of America... 











Bank of America’s statewide network of branches 
saves days in California routing. Cash letters may be 
sent direct to any of our 580 branches and your account 
credited the day they are received. Rejected items, re- 
turned direct, reach you days faster. For complete in- 
formation about this unique correspondent service, 
write Corporation and Bank Relations Department, 
Bank of America, 300 Montgomery Street, San Fran- 
cisco or 660 South Spring Street, Los Angeles. 
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Paradox of Bank Earnings 
and Protits 


When the Federal Deposit Insurance 
Corporation recently distributed the fig- 
ures for insured commercial bank earn- 
ings and profits in 1955, several news 
reports commented on the puzzling para- 
dox presented: earnings were up but 
profits were down. Both facts were true. 








EARNINGS, PROFITS, & DIVIDENDS 
INSURED COM BANKS 


RATIO SCALE MILLIONS OF DOLLARS 


NET CURRENT 
EARNINGS 


PROFITS 
(after taxes) - 


1945 1950 955 














Explained by two factors 


Net current earnings of insured com- 
mercial banks in 1955 were $2,418 mil- 
lion, an increase of more than 13 per 
cent over 1954. But the net profits of 
these banks after losses, chargeoffs, and 
taxes were more than 11 per cent below 
the level of 1954. The circumstances 
that account for this contrary movement 
of earnings and profits reflects several 
banking developments of considerable 
interest. 

The paradox unraveled. As shown in 
the accompanying chart, the net current 
earnings of insured commercial banks 
have increased in every one of the post- 
war years. And, as might be expected, 
these increases seem to be directly re- 
lated to the state of business. For ex- 
ample, 1954 which was a year of lower 
business activity, showed the smallest 
increase in net current earnings of the 
decade. 

Profits have been far more variable. 
They increased over the preceding year 
in six of the ten years, but they de- 
creased in four of them. The year 1955 
was one of the years of decrease. This 
variable record of profits, which can be 
read from the second line of the chart, 
may be explained by two factors. 

Loans and securities. In the first place, 
tanks ean save on taxes by making 
additions to loan reserves when loan ac- 
counts are increasing. This follows from 
the working of the Bureau of Internal 
Revenue ruling permitting these reserves 
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to be figured by multiplying the three- 
year loss average against the current 
size of the loan account. Thus, during a 
year when banks are increasing their 
loans—profitable business by any rea- 
sonable test—they may nevertheless be 
reducing their reported profits by this 
act, 

The second factor has to do with se- 
curity transactions. Good business means 
higher interest rates, which in turn 
means lower security prices. Thus the 
end result of better business may be 
some loss on the sales of securities dis- 
posed of for the sake of making loans. 
When losses are booked as a result of 
tax switches the results are very much 
the same. These switches may seem to 
have the effect of reducing profits as 
reported in the short run but they have 
the effect of increasing the ultimate re- 
turn received on the portfolio. 

In other words, some of the character- 
istics of a good year which tend to in- 
crease the net current earnings of banks 
may also tend to reduce their reported 
profits for the same year. No real para- 
dox exists. By every reasonable stand- 
ard, the net current earnings figures 
come closer to being the real demonstra- 
tion of banking operations than the 
somewhat more fluctuating profit figures. 

Dividends follow earnings. The third 
curve on the above chart brings out one 
more significant point: the very real 
parallel between earnings and dividends. 
Since this chart is drawn on a ratio (or 
semilogarithmic) scale, it can be used to 
measure such a parallel movement. The 
chart shows that dividends, and particu- 
larly the changes in them, have not been 
geared to profits at all closely. But they 
do seem to have followed the earnings 
rate. In none of the four years when 
profits were reduced was there any 
apparent effect on dividends. They have 
shown the same steady growth that is 
found in net current earnings, and they 
have just about kept pace with them. 
The concensus of banking opinion, if 
dividends are a measure of such, is that 
postwar business has been very good 
indeed. 


New Foreign Trust for 
U.8.-Canadian Investments 


A group of German, Swiss and Dutch 
banks recently organized a new invest- 
ment trust, Uscafonds, that enables the 
German public to invest funds in the 
United States and Canada, according to 
Brown Brothers Harriman & Co., the 
private New York City banking house 
that will act as bankers, custodians, 
brokers and investment advisers for the 
embryo concern. 

Useafonds is the first company to be 
licensed by the Bank Deutscher Laender 
under a recent ruling permitting Ger- 
man nationals to buy foreign securities. 
The company will be managed by Union 


Investment-Gesellschaft of Frankfort, 
Germany, which also offers to German 
investors another trust, Unifonds, con- 
sisting of selected German securities. 

Of the 18 sponsoring banks, 13 are in 
the larger West German cities, with the 
others being in Switzerland and Holland. 
Shares in Uscafonds are available 
through these European sponsors and 
other banks in Germany. Brown Broth- 
ers Harriman and Company will act 
solely as financial agent in the United 
States and not as a distributor. 
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Time Payment Plan 
for a “Basie Necessity”’ 


Recently a number of business lines 
that have traditionally been on a cash 
selling basis—hardware, carpeting, home 
decorating—have announced specialized 
plans of instalment financing. 

Now a leader in the field of golf 
equipment has teed off with a time pay- 
ment plan for such “necessities” as 
clubs, bags, and vital accessories. 

Under the “Play as you pay” plan 
introduced by A. G. Spalding and 
Brothers, Incorporated, the customer 
choosés the golf equipment his heart 
desires, pays the dealer or golf pro a 
10 per cent down payment, and fills out 
a simple time payment application. 
Financing is provided by Beneficial 
Management Corporation. 

Lest this be considered a minor devel- 
opment, it should be noted that golf 
today has become an important business 
in the world of sports. It represents an 
investment of one and a quarter billions 
of dollars in courses and playing facili- 
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Dividend Announcement 





Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
127% Consecutive Dividend 


27 cents a share, from 
net income, payable 
July 25 to shareholders 
of record June 29, 1956. 
This dividend was de- 
clared on shares out- 
standing prior to the 
recent 3 for 1 split. 











ROBERT W. LADD, (EE 
Secretary mn 





200 Berkeley Street, Boston 


























“The Royal 
knows the people 


bh you want to meet”’ 
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Canada’s largest bank can 
help you and your customers 
with all phases of Canadian 
business ... can put you 
in touch with the right 
people. It offers you com- 
plete banking services 
through more than 780 
branches in Canada. Write 
Business Development 
Dept., at Head Office in 
Montreal. 


Over 850 branches in Canada, 
the West Indies, Central 

and South America, New York, 
London and Paris. 


THE ROYAL BANK 
< § OF CANADA 


HEAD OFFICE: MONTREAL 





New York Agency— 
68 William Street, New York 5, N.Y. 


Assets Exceed 
3% Billion Dollars 











ties, and a market for more than one 
hundred million dollars in annual sales 
of playing equipment for some three and 
a half million devotees. 


° ° e 


Foreign Discount Rates 
Near All-Time Peaks 


Foreign monetary authorities have 
been using central bank discount rates 
as a major instrument of credit contro! 
in recent years, according to a recent 
Federal Reserve Bank of New York 
City study which reveals that since the 
beginning of 1955 there have been at 
least 26 increases in rates made by 15 
European and British Commonwealth 
countries. 

In many of these countries, discount 
rates are now the highest since the early 
1930’s, and in some cases are at all-time 
peaks. The changes reflect the attempt 
to dampen inflationary pressures exist- 
ing in many foreign countries. 

With the revival of active monetary 
policy, discount rate changes have, in 
many foreign countries, regained their 
powerful psychological influence. Tradi- 
tional arrangements relating bank inter- 
est rates to discount rates have been re- 
established and have led to the almost 
immediate reaction of these rates to dis- 
count rate movements. And with in- 
creased flexibility in the major money 
centers and broadening of newer money 
markets, changes in discount rates tend 
to be transmitted fairly rapidly to other 
market rates. 

Present economic conditions impose 
certain limitations on the effectiveness 
of discount rate changes abroad, how- 


| ever. In some countries, major sectors of 


the economy have been insulated against 
changes in the cost and availability of 
credit by the growth of nationalized 
industries. High levels of taxation, wide- 
spread financing by ploughing back 
profits, and the reduced importance of 
the commercial bill make private de- 
mand for bank credit seem less respon- 
sive to interest changes. 

Despite these obstacles to the efficient 


| working of discount policy abroad today, 





foreign governments since World War II 
have turned increasingly to this flexible 
monetary instrument to help deal with 
the world-wide tendency for investment 
demand to outrun savings. 
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Financing of Small 
Loan Companies 


Small loan companies have satisfied a 
fundamental need in our economy and 
have made credit available to a large 
part of our population to whom it was 
heretofore denied, contends Charles 
Joseph Kane in his study, “Bank 
Financing of Small Loan Companies.” 

The 112-page booklet details the his- 
torical and financial aspects of the small 
loan business, warns of risks involved in 
extending this type of credit, pinpoints 
sources of capital, and then gives gen- 
eral characteristics and operating pro- 
cedures that will be of import to bank 
credit men. 

Mr. Kane, who is assistant vice-presi- 
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The risks and opportunities 


dent, Citizens Fidelity Bank and Trust 
Company, Louisville, Kentucky, wrote 
the booklet as his thesis for the A.B.A. 
Graduate School of Banking at Rutgers 
University. It has been placed in the 
A.B.A. library, and 2,500 copies have 
been distributed to banks and finance 
companies. 


Published by Wilder Publishing Com- 
pany, 107 Don Allen Road, Louisville, 
Kentucky, the booklet costs $1 for single 
copies, or 75 cents each for orders of 
five or more, 
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Problems in Broadening 
Share Ownership 


Attracting more people into share 
ownership is a good idea when they 
have the funds, the knowledge, the 
sources of information and the time for 
surveillance required, according to Pro- 
fessor James P. Logan of The Amos 
Tuck School of Business Administration 
in the new booklet, “Everyone a Stock- 
holder?—Problems in Broadening Share 
Ownership.” 


Professor Logan examines the argu- 
ments for broader stock ownership and 
points out that some of the alleged 
advantages may not be achieved as auto- 
matically as some businessmen would 
like to believe. 


Stock ownership in itself does not 
assure greater public sophistication 
about business and economic affairs, and 
during a period of economic decline 
stock ownership may actually increase 
dissatisfaction with business leadership. 
It is also unrealistic to expect people 
in lower income groups to become a 
major source of equity capital, and Pro- 
fessor Logan describes the problems that 
face brokers who serve small investors. 


People with incomes above $10,000 a 
year, those with some college education 
or those who hold administrative posi- 
tions in business appear to be the best 
prospects for stock ownership. Not only 
can they provide additional equity capi- 
tal but they can also strengthen their 
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Busy bankers save time with 


direct 4-second copies 














A totally new idea in office 


THE 
copying, Thermo-Fax needs no Th 
ermo-Fax 


COPYING MACHINE 
chemicals or negatives COPYING MACHINE 


Fastest copy maker of them all! The 
new THERMO-FAX Copying Machine 
gives you perfect copies in just 4 sec- 
onds ... for as little as 4¢ per copy. An 
exclusive All-Electric process eliminates 
chemicals, negatives, masters, and spe- 
cial installations. You get copies of the 
things you need copied most...when you 
need them most! Send the coupon below 
today for complete details on the new 
economical All-Electric way to copy. 


T REG U.S. PAT. OFF. 
BRAND 


Duplicating Products 


























ae The term THERMO-FAX is a registered 
£ trademark of Minnesota Mining and Mfg. 
Co., St. Paul 6, Minn. General Export: 99 
> 4 Park Avenue, New York 16, N. Y. In 
tacet Canada: P. 0. Box 757, London, Ontario, 
porte EE = 
| Minnesota Mining & Mfg. Co. 
| Dept. KR-76 St. Paul 6, Minn. 
1 Send complete details on the All-Electric way to speed copying and 
| communications in my office. 
l Name 
; Company 
| Position 
| Address 
1 City Zone____ State 
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Yours 
for the 
Asking... 


That’s just where we stand on any 
help we can give you in answering 
your clients’ questions about invest- 


ments. 


Maybe, of course, the answer is 
simple—one that can be found in 
our quarterly review called “The 
Security and Industry Survey”—a 
48 page report that covers every 
major industry, classifies 450 stocks 
according to investment quality, 
and provides essential figures on 


sales, earnings, and dividends... 


Or, maybe the answer lies in some 
of our stock appraisals—the single 
sheet summaries that we always 
“keep current on more than 100 of 
the most popular companies in the 


country... 


Or, maybe the problem calls for 
a detailed review of an entire port- 
folio, a thoroughly objective analy- 
sis of each stock any given investor 
owns in the light of his circum- 


stances. 


Wherever the answer lies, we’re 
at your service—without charge er 


obligation of any kind. 


If you think we can help, simply 
write in confidence, to— 


R. J. CHVvAL, Partner 


Institutional Department K-54 


Merrill Lynch, 


Pierce, Fenner & Beane 


70 Pine Street, New York 5, N. Y. 
Offices in 107 Cities 
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RELATIVE GROWTH OF OVER 65 POPULATION 


SINCE 1900 
TOTAL POPULATION 
INCREASED 2 TIMES 


STATES WITH HEAVIEST POPULATION OF 
THOSE 65 AND OVER 
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Some highlights in comprehensive study of retirement trends 


own investment position by purchasing 
stocks. 

Copies of the booklet can be obtained 
by writing Dean Arthur R. Upgren, The 
Amos Tuck School of Business Admin- 
istration, Dartmouth College, Hanover, 
New Hampshire. 
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Economic Protile 
of Oldsters 


Earlier this year, the Twentieth Cen- 
tury Fund completed a comprehensive 
survey of one of the nation’s urgent 
problems: the economic status of per- 
sons 65 and over. 

Charted on this page are some of 
the more important findings, in this 
economic profile of older people in the 
U.S. prepared by authors John J. Cor- 
son and John W. McConnell. Their study 
tells who America’s senior citizens are, 
where they live, and what they live on; 
the adequacy of private and public pen- 
sion plans, and of state and federal aid; 
the role of older persons in the work 
force; and the extent to which their 
needs are being met in terms of oppor- 
tunities for a satisfactory life. 

The survey is of direct interest to 
those in pension trust work, or having 
corporate responsibilities in this direc- 
tion. 

It will be noted that in the chart citing 
the main sources of income for indivi- 
duals of 65 and over, only 12 per cent 
represented return from savings, insur- 
ance and like sources. The great bulk 
came from Social Security or public 
assistance. 

It is also noteworthy that the degree 
to which older individuals enjoyed retire- 
ment varied greatly depending upon 
income status. Thus 73 per cent of those 
with annual incomes exceeding $5,000 


liked retirement, whereas only 38 per 
cent of the persons with yearly incomes 
under $1,000 found their leisure palata- 
ble. 
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Foreign Bank Activity 
in U. 8. Call Loans 


Foreign banks which keep large dollar 
balances in the United States and which 
have branch offices somewhere within 
this country are finding a new outlet for 
employment of their funds by lending on 
call against stock exchange collateral. 

As yet the lending has not reached 
major proportions—probably between 
$50 and $100 million—but the involve- 
ment of foreign banks in securities loans 
is symptomatic of two trends: high rates 
for money which make such loans attrac- 
tive, and a disinclination of American 
banks to expand their advances against 
stock exchange securities. 

From the standpoint of the big Ameri- 
can banks which make the bulk of secu- 
rities loans on call, the foreign bank 
participation offers a good out on two 
counts. By farming the loan abroad they 
are able to refrain from calling a portion 
of the loans made to brokers. Coinci- 
dentally, they are able to give an in- 
creased profit to foreign banks which 
keep compensating balances in New 
York. 

Registration procedure. To make loans 
on call on American securities, foreign 
banks which have agencies or offices in 
the United States must file with the 
Federal Reserve Bank of their district a 
simple registration form (FR-T-1) pre- 
scribed by the Federal Reserve Board. 

Loans on call on stock exchange col- 
lateral are made to brokers and t 
dealers and in some instances to indi 
viduals. Loans made against Government 
securities are exempt and can be mad 
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KAR SHAWL, 


your facilities 





Offer your customers the complete service of 


the Midwest's oldest, largest Foreign Banking Dept. 


NCREASED travel and growing markets overseas are 
I making Foreign Banking an important service in 
cities and towns of all sizes. Through our facilities, 
correspondents of The First National Bank of Chicago 
can provide that service in a way that impresses regu- 
lar customers and wins new ones. The advantages of 
our Foreign Banking Department are readily available. 


Travelers letters of credit, commercial letters of 
credit and acceptances, fast foreign remittances, up-to- 
date credit information on foreign firms—these are 


a few of the valuable services our Foreign Department 
renders. Experienced officers make available to you 
the facilities of our vast network of correspondent 
banks abroad—a network that has grown steadily for 
90 years and extends into every corner of the globe. 


Foreign Banking is just one of the many services 
of The First. If you’d like to discuss the advantages 
of a correspondent relationship with us, write or wire 
us today. A man from The First will be happy to call 


on you at your convenience. 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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around the globe 





by anybody, including foreigners. The 
foreign banks net 3% to 4 per cent on 
these loans, which is much more than the 
return they can earn on Treasury bills, 
bankers acceptances or time deposits. 
The amount depends upon where they 
lend. 

Rate variations. If they lend on call 
through a member bank, and the eall 
rate is 4 per cent, they net 3% per cent, 
since the member bank charges 4 of 1 
per cent. In the case of such a loan the 
member bank services it. 

If the foreign bank lends directly to 
the borrower and takes care of the col- 
lateral itself, handling all substitutions, 
it nets the full 4 per cent rate that re- 
cently has been the maximum rate for 
call loans. 


If the foreign bank lends through a 
leading money brokerage firm, such as 
Garvin Bantel & Co., the chances are 
that its funds will be lent through a 
member bank which means % per cent 
commission plus % of 1 per cent com- 
mission to the money brokers, yielding 
a net return of 3% per cent. 

Volume still moderate. George Garvin 
Jr., a partner in the Garvin, Bantel firm, 
says that there has been an increase 
lately in foreign bank money offered on 
call but that the amount of foreign par- 
ticipation in such loans as yet has not 
reached impressive figures. 

Canadian banks, ably equipped to 
handle collateral themselves, have been 
doing this kind of call money business 
for years, but comparatively new is the 











portunities in today’s tax- 
exempt bond market and 
relate them to your own 


investment situation. 





and marketability. 





Tax-Exempt Bonds 


Trends and outlook—mid-year 1950 


This timely survey is available 
without cost or obligation, to 


help you appraise the op- 


take-home yield as is now available from state, municipal 
and other tax-exempt bonds. And, in addition, tax-exempt 


bonds offer widely recognized qualities of safety, stability 


Send for this Mid-Year Survey for up-to-date informa- 
tion on the tax-exempt market, developments in supply 
and demand, an interpretation of the trends and outlook | 
for prices. You'll receive with it our tax chart showing the | 
income required from taxable securities to equal the yield 
from tax-exempt bonds. Ask for folder BC-7. 


HALSEY, STUART & CO. INc. 


123 SOUTH LASALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 








Seldom has the investor been able to obtain as much 

















participation of banks in Holland, West 
Germany, Switzerland and Nationalist 
China. Some of these have been through 
the Garvin, Bantel firm and some direct- 
ly through member banks. 

Temporary phenomenon? Lending by 
foreign banks in United States markets 
is distinctly a tight money phenomenon 
that may not outlast tight money. It re- 
sults in better than average interest 
returns and makes available to foreign 
institutions loans that in more normal 
times American banks would be glad to 
make. It is significant that in recent 
weeks several New York banks have 
called brokers loans for the first time 
since 1953. A broker no longer can count 
upon his borrowings being a permanent 
fixture in any large bank. Some banks 
are even applying to brokers the rule 
that compensating deposit balances must 
be maintained if loan favors are to be 
granted. 

Legal question. There are a handful of 
large American banks which will not 
put out money on call for the account of 
foreign correspondents because they 
have been advised not to do so by their 
lawyers. The objection of the legal ad- 
visors is that, if the loan should get into 
trouble, it would bring a full investiga- 
tion into the relations between lender 
and borrower and there might be serious 
liabilities incurred by the bank acting as 
agent if the agency relation was not 
adequately defined. The borrower does 
not always know the source of the funds 
when he borrows foreign money. 

Occasionally foreign banks lend di- 
rectly or through U. S. banks against 
Government securities. Recently a large 
loan of this type was arranged at a rela- 
tively low rate for a foreign bank which 
had escrow funds to employ at short 
term. 


Smalier Banks Set Pace 
in Mobile Home Financing 


Most banks financing large volumes 
of mobile home paper are relatively small 
institutions, but their ability to expand 
credit is not restricted by their size, 
according to Banking Editor Ed Tyng 
in a recent article in the New York 
Journal of Commerce. 

He points out that trailer paper lend- 
ers have found that large commercial 
banks in New York, Chicago, San Fran- 
cisco and other metropolitan areas are 
eager to “rediscount” trailer paper even 
though these larger institutions are not 
too active in direct financing of mobile 
homes. 

So far the financing of retail trailer 
purchases has been concentrated in a 
relatively small group of banks that first 
recognized the revolutionary shift in the 
type of individuals buying trailers, and 
decided that they were eminently credit- 
worthy. 

These pioneers include the Union Bank 
of Michigan, at Grand Rapids, and the 
People’s Bank and Trust Company, Cedar 
Rapids, Iowa, who reportedly rank first 
and second nationally in these loans. 
Others unusually active include The 
Leonia (New Jersey) Bank and Trust 
Company and the Haledon (New Jersey) 
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National Bank, along with The Dart | 


National Bank of Mason, Michigan, 
whose mobile home financing operation 
was covered in the June, 1956, issue. 

There is apparently an immense field 
for further bank participation in this 
business, which has a loss ratio report- 
edly less than the one-fifth of one per 
cent associated with the best personal 
loans. Some lenders even classify trailer 
paper as the most profitable in the 
whole consumer credit field. 

Meantime, the Mobile Home Manufac- 
turers Association reports that first 
quarter sales of home trailers totaled 
$114.4 million against $80.7 million in 
the same 1955 period, or a gain of 41 
per cent. Expectations are that in 1956 
trailer sales will exceed 1955’s record 
$435 million volume, possibly by as 
much as 50 per cent. 
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Novel Investment Medium 


The Great Western Financial Cor- 
poration recently was authorized to do 
business in California, marking another 
advance in the development of this 
unique organization that allows private 
investors to participate in the growth 
of the savings and loan industry. 

GWFC formerly operated as the Great 
Western Corporation, but changed its 
name to define specifically the type and 
kind of business it engages in. It owns 
all of the guarantee stock of the Great 
Western Savings and Loan Association 
of Los Angeles, the Bakersfield Savings 
and Loan Association, and some 23 inde- 
pendently licensed escrow companies in 
the Southern California area. 

Corporation offices have been estab- 
lished in the Great Western Savings 


‘and Loan Association Building at Cren- 


shaw Boulevard and Vernon Avenue in 
Los Angeles. The association is its major 
asset and since 1947 has shown outstand- 
ing growth, climbing from $3,500,000 in 
total assets to over $145,000,000 this 
year, making it the 16th largest savings 
and loan association in the nation. 
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Loan Procedures Guide 
Now Available 

Financial institutions looking for a 
guide that can be used in training loan 
personnel and improving lending opera- 
tions may find the answer in a new loose- 
leaf “Manual of Loan Procedures” just 
published by the Illinois Bankers Asso- 
ciation. 

It was written and edited by a special 
committee of 38 bankers throughout the 
state, under the chairmanship of Alfred 
H. Lindgren, vice-president, City Na- 


tional Bank and Trust Company of Chi- | 


cago, and was two years in the making. 
The manual comprises 15 chapters deal- 
ing with all types of loans, from market- 








able securities, home construction, com- | 


mercial paper, life insurance, accounts 


receivable, automobile, personal, inven- | 


tory and appliances to live stock feeder, 
dairy cattle and milk, and the barnyard 
variety. From time to time the manual 
committee plans to revise and add new 
chapters to the publication. 
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He’s in Denver, bringing a broad knowledge of Phila- 
delphia’s growing commerce and its opportunities to one 
of The First Pennsylvania’s own customers, or to one of 
our correspondents. Our traveling vice president is relied 
upon for his advice on all matters Philadelphian—and 
about The First Pennsylvania’s many efficient services. 


Correspondents and business customers find our 
fast handling of clearances especially valuable. Our 
sendings go air mail direct to our own correspondents. 
Over long distances, this speed is important. 


Our correspondents—and customers—enjoy many 
other advantages. For details, just ask—and Joseph J. 
Evans or one of our other officers will drop in to see you. 
If you’re in Philadelphia, feel free to visit us at our 
Main Office, 15th and Chestnut Sts. You can’t miss it. 


The First Pennsylvania 
BANKING AND TRUST COMPANY 


Banking since 1782 
29 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System ° Federal Deposit Insurance Corporation 





Copies at $3 each may be obtained 
from the association headquarters at 105 
W. Monroe St., Chicago 3. 
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Retirement Study 


Current retirement plan practices of 
large and small employers in 116 indus- 
tries in the United States covering 
4,000,000 employees, or one-third of all 
employees participating in pension plans, 
are treated in the 1956 “Study of Indus- 
trial Retirement Plans,’’ published by 
the corporate and pension division of 
Bankers Trust Company, New York 
City. 

The exhaustive 177-page study is the 


sixth in a series that began in 1944. It 
covers the three year period from 1953 
through 1955, and points up several gen- 
eral developments in the field, namely: 
More than half of the plans studied had 
been changed during the period to allow 
for larger benefits for employees; fewer 
plans now require employees to contrib- 
ute towards the cost of the plan; age 65 
still continues to be the normal retire- 
ment age most commonly used for both 
men and women; and more plans have 
either eliminated or have liberalized 
their limitation on maximum pensions. 

The section outlining general trends 
in retirement plans is followed by a 
description of the important amendments 
which 172 companies made in their pen- 
sion programs, and a listing of the major 
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Jacksonville Coral Gables 


Miami Daytona Beach 

St. Petersburg Lakeland 

Orlando Key West 
Pensacola Bartow 


West Palm Beach Gainesville 
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BANKS in 24 FLORIDA 


cities are members of the 


FLORIDA NATIONAL: GROUP OF BANKS 


Total Capital—over $34,890,000 


Any member welcomes the opportunity to be of serv- 
ice. Your inquiries are invited to the bank of your in- 


Member banks in: 


“45 FLORIDA HA 
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Ocala Belle Glade 
Fernandina Beach Madison 
Fort Pierce Port St. Joe 
Perry Chipley 
Deland Arlington 
Starke Bushnell 
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Covers 
116 industries 


Guide to pension practices 


provisions of 68 new plans adopted in 
the 1953-55 period. 

The study, which has been used as a 
source material for works by Congress 
and other groups, is considered one of 
the most comprehensive and authorita- 
tive of its kind on pension practices in 
the U.S. It is currently being sent to 
employer-customers of Bankers Trust 
and also to actuaries, pension consult- 
ants, employer-advisors on pension plans 
and to other interested industrial execu- 
tives. 
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African Bank Progress 

There are many rays of progress in 
“darkest Africa,’’ and some of them are 
financial. 

With the transformation of former 
British colonial territories in Africa into 
self-governing units, the development of 
banking facilities is keeping pace. 

The latest example is a new commer- 
cial bank being established in Salisbury, 
capital of the new Federation of Rho- 
desia and Nyasaland. It will be known as 
the Merchant Bank of Central Africa 
and will provide acceptance and other 
short-term finance, and also help in 
underwriting new industrial or Govern- 
ment issues. 

Impressive backing. The new bank is 
sponsored by two well-known City of 
London houses, N. M. Rothschild and 
Sons and Philip Hill, Higginson and 
Company, but it will have other wide- 
spread affiliations with leading institu- 
tions including Rhodesian Selection 
Trust, Dillon Read and Company of New 
York, de Rothschild Freres of Paris, 
Banque Lambert of Brussels, Messina 
(Transvaal) Development Company, and 
Leben Investment (Rhodesia) of Bula- 
wayo. 

R. L. Prain, chairman of Rhodesian 
Selection Trust, the big copper group, 
will be chairman of the Merchant Bank, 
which will open early next year. 
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This will coincide with the opening of 
the Bank of Rhodesia and Nyasaland, 
Salisbury, the first central reserve bank 
in Central Africa. Experts from the 
Bank of England have been getting the 
new reserve institution organized for 
several months, and it has already taken 
over the assets of the Central Africa 
Currency Board. 

In Kenya, too. Meanwhile, something 
of a landmark in the history of British 
banking was reached recently at the 
head offices in Lombard Street of the 
Barclays Bank group, when a cable 
arrived saying “Occupation porcupine 
successfully completed.” Translated, this 
meant that the 1,000th overseas branch 
of the bank had opened for business in 
the remote town of Kapsabet in the 
British colony of Kenya, about 180 miles 





from Nairobi, the country’s capital, and | 
nearly on the equator. The native tribes | 


in Kenya call the district in which Kap- 


sabet is situated the “place of the porcu- 


pine,” hence the wording of the cable. 


Kapsabet is 15 miles from the nearest | 


railway, has a few shops of corrugated 
iron and a population of about 20 Euro- 
peans, but it is a center of a district con- 
taining 80,000 Africans. The future of 
Kapsabet is practically assured because 
of the £5,000,000 which the British 
government intends to spend for the 
development of agriculture in Kenya. 


Investors Increasingly Eye 
Housing Authority Bonds 


The highly-rated, income tax-free new 


housing authority bonds issued under the | 
Housing Act of 1949 are attracting 


broad investor interest, according to 
Maurice M. Hatcher, vice-president, the 
First National Bank in Dallas, Texas, 
in a recent edition of the bank’s new 
Bond Letter. 

The bonds constitute obligations of 
the local agencies set up to handle slum 
clearance and construction of public 
housing, and they have been plagued 
by a lack of public understanding. How- 
ever, the Public Housing Administration 
is unconditionally obligated to provide 
annually funds sufficient in amount, along 
with funds of local agencies, to pay prin- 
cipal and interest on all these bonds. 

This guarantee, plus acceptability of 
the instruments by national bank exam- 
iners as legal instruments without limi- 
tation as to the amount held, has 
prompted many investors to seek the 
bonds. An added incentive is the fact 
that they are selling at a lower price 
than other bonds with the same security 
and general characteristics. 

Current yields on the housing author- 
ity bonds are 2.00 per cent, 2.15 per 
cent and 2.25 per cent on bonds matur- 
ing in 5, 10 and 15 years, respectively. 
The taxable U.S. bonds would have to 
offer an investor 4.17 per cent, 4.48 per 
cent and 4.68 per cent, respectively, in 
order to give him the same after-tax 
income. , 

Increased demand has developed a 
more dependable secondary market for 
the housing authority bonds, Mr. Hatcher 
notes. 
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ror QuaLiTy PROPERTY INSURANCE, SEE YOUR HOM 


businessmen at work 





These men are tending to business. Very much so! 


They are taking a quick ‘‘refresher course’’ on property protection— 
learning how insurance has changed, and how to get the most benefit 
from modern business insurance. 


You or your businessmen’s group can arrange for such an up-to-date 
presentation through the agent or broker of The Home Insurance Company. 
He knows all the policies and how to make them serve your needs best. 
Naturally, he sells quality insurance. Every good businessman knows 

you get what you pay for—and you get most value when you buy the best. 


That's especially true of insurance, whether it’s on your business, your 
home, your car or anything else you own. 


Why not talk to your Home Insurance man soon? You'll find it's time well spent. 


THE HOME 


(Casurence (Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE «+ MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
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looking for super transit service ? 


-.-.focus on the people at 


Youn get fast action if your New York correspondent is Chase THE 
Manhattan. Chase Manhattan is on the job ’round the clock, Cy ASE 
processing and clearing correspondents’ transit letters at top speed. 


The fastest transportation, combined with up-to-the-minute busi- M AN H AITTAN 


ness machines and experienced personnel, forms an unbeatable 


team that cuts float time to a minimum. BAN K 
HEAD OFFICE: 18 Pine Street, N. Y. 15 
Why don’t you talk to the people at Chase Manhattan? Member Federal Deposit Insurance Corporation 


~ Burroughs Clearing House 
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COVER PICTURE 
Houston’s Mayor Oscar Holcombe, 
right, presents to A. G. McNeese, Jr., 
president, left, and Colonel W. B. 
Bates, chairman, center, a proclama- 
tion declaring June 16 as “Bank 

of the Southwest Day” in Texas 





Houston “Open House” 
Makes Banking History 


The recent new-building dedication 
ceremonies of the Bank of the Southwest, 
Houston, took on all the proportions of 
a Texas-inspired, colossal attraction. On 
hand at some time during the four-day 
celebration of the opening were more 
than 120,000 persons, including leaders 
of banking, business and industry across 
the country, 1,200 correspondent bank 
representatives and their wives, Federal 
and State government figures, and a 
steady stream of bank customers and citi- 
zens. Another estimated eight million TV 
viewers had an opportunity to “partici- 
pate” by watching the Dave Garroway 
NBC-TV show, “Today,” one showing of 
which originated from the bank’s lobby, 
and another from other parts of the 24- 
story skyscraper. 

The visitors were escorted through a 
main banking room that is claimed to 
be the world’s largest, one that encom- 
passes 63,000 square feet or 1% square 
acres. They also toured the beautifully 
appointed offices and modern working 
areas from the basement levels through 
the first four stories occupied by the 
bank, 

A general committee for the unusually 
large event included the bank’s principal 
officers and 22 operating committees com- 
posed of all other officers and department 
heads. The general coordination of the 
ceremonies, which included a variety of 
tours, banquets, displays and _ other 
events, was under the direction of Wil- 
liam B. Black, Jr., vice-president and 
manager of the bank’s business develop- 
ment department. 

The gleaming, all-aluminum structure 
was erected at a cost of 16 million. The 
four-story base will be owned without in- 
debtedness by the Bank of the Southwest. 


5 o & 


Intermediate Term 
Farm Loans Increasing 


The intermediate term credit needs of 
the farmers are being met by the nation’s 
banks, according to the Agricultural 
Commission of the American Bankers 
Association, which estimates that bank 
outstandings of this type of farm credit 
exceed $1.5-billion and are increasing. 

The Commission points out that, in 
1955, banks increased their farm real 
estate credit holdings by 12 per cent, 
and about three-quarters of this was 
for purposes normally associated with 
intermediate-length loans—the purchase 
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Partial view of second floor lobby, Bank of the Southwest, Houston, Texas 


Covering 114 square acres, called world’s largest bank lobby 


of farm machinery, improvement of live- 
stock herds, and the installation of irri- 
gation systems. 

After culling reports received from 
1,300 country key bankers across the 
country, the Commission noted that there 
are several reasons for the increasing 
importance of intermediate-length credit 
in financing farmers. 

First, farmers haven’t had as much 
income to repay their obligations during 
recent years as they had immediately 
postwar, and have been forced to use 
long term real estate credit instead. 

Second, farm capital requirements 
have increased to a total investment of 
$18,000 per farm worker, or nearly 1% 
times the average investment per non- 
farm, nonfinancial institution employee; 
and changing habits of our population 
have forced new investments to meet 
new markets. 

Greater livestock production. “These 
changing habits,” the Commission added, 
“can be typified by increasing consump- 
tion of meats and livestock products and 
less intake of wheat and other grains 
before being ‘transformed’ by livestock. 
In the fiber end of the farming business, 
less acres have been needed to produce 
the cotton which the market would move 
at prevailing prices. As a result, farm- 
ers have made a notable shift to greater 
livestock production and to different 
cropping programs. Each farmer who 
made such adjustments employed new 
capital. In many cases, this required 
large quantities of credit and longer 
terms. By and large, these investments 
greatly contributed to more efficient farm 
businesses and a higher standard of liv- 
ing for all Americans.” 

The great majority of the nation’s 
bankers have indicated general confi- 
dence in farmers’ credit and financial 
situations, the commission said; how- 
ever, problems are being recognized and 
dealt with on an individual basis. 


Farmers’ equities high. But, midst it 
all, the commission contended, fore- 
closures have been of no more than 
moderate concern to bankers or other 
leaders, and the overall financial condi- 
tion of farmers is strong. Nationally, it 
concluded, farmers’ equities are about 90 
per cent of assets compared with 80 per 
cent in the early 1920’s; and farmers’ 
debts nationally are more than covered 
by their $22-billion worth of financial 
assets. 


© e * 


Service Charge Study 
on Special Checking 


The third in a series of reports on 
service charges in effect in commercial 
banks in New York State has been 
released to its membership by the New 
York State Bankers Association. Among 
many significant disclosures made from 
the study, which is entitled “Interim 
Report on Service Charge Survey—Spe- 
cial Checking Accounts,” are, 1. that 
there exists a tremendous potential for 
special checking accounts in the state, 
and 2. that a majority of the banks 
offering the special checking account 
service are doing so at a considerable 
loss cost-wise. 

Potential and profit. Approximately 
400 of the N.Y.S.B.A.’s 483 commercial 
bank members participated in the sur- 
vey. Of those responding, it was dis- 
closed that 270 banks provide the spe- 
cial checking accounts. These accounts 
today number 1,700,000, or 44.2 per cent 
of all checking accounts in the state’s 
banks. In dollar volume, however, the 
study showed that the special checking 
balances aggregate only $328 million as 
compared to the $19 billion of deposits 
in regular checking accounts. Percent- 
age-wise, while special checking accounts 
represent 44.2 per cent of the total 
number of accounts, they represent only 
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1.7 per cent of the total dollar amount. 

The association made no attempt to 
vet cost figures in the study. However, 
basing the survey findings on cost figures 
assembled in a nationwide survey made 
by the American Bankers Association, 
it was estimated that some 261 banks 
offering special checking accounts in the 
state do so at a loss. 

Other findings. Among other conclu- 
sions made from the study were: 

There is little recognizable distinc- 
tion in many banks today between the 
service rendered special checking ac- 
counts versus regular checking accounts, 
although charge or balance requirements 
for regular accounts are higher in most 
banks. 

Most banks 


consider each regular 





account on its own merits and expect 
it to show a profit. They look at special 
checking accounts en masse and seem 
satisfied if there is an indicated over- 
all profit on the business. 

The analysis made of individual spe- 
cial checking accounts disclosed thou- 
sands of accounts that are obviously 
unprofitable without a maintenance 
charge. 

A re-examination of cost and charges 
seems highly desirable if the banks of 


the state offering special checking 
accounts are to obtain a_ reasonable 
profit. 


A maintenance charge seems justified 
whether an account is active or inactive. 
Copies available. The complete study 
is contained in 40 pages of text and 
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COMMITTEF ON BANK MANAGEMENT 





New YorK STATE BANKERS ASSOCIATION 
33 LIBERTY STREET 
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Discloses potential, needs 


statistical data. There are 34 schedules 
comparing service charge practices and 
procedures among various banks. The 
survey is divided into 12 areas of anal- 
ysis including activity, fees, extra serv- 
ices, general policy, bookkeeping opera- 
tions and teller operations. Each area 
of analysis is subdivided into numerous 
topical areas. Copies of the survey may 
be obtained at $2.50 each from the 
N.Y.S.B.A. headquarters, 33 Liberty 
Street, New York 5, N.Y. 


© 


Accelerated Trend in 
Savings Rate Increases 


The trend in the country towards 
higher interest rates on savings accounts, 
noted in the June issue of Burroughs 
Clearing House, appears to be gaining 
momentum. To date, reports have been 
received from banks in Maine, New York, 
New Jersey, Michigan, Pennsylvania, 
Illinois, Wisconsin, Georgia and Indiana, 
among others, regarding higher interest 
payments on savings certificates and 
time deposits as a means of acquiring 
loanable funds in today’s tight money 
market. 

On June 1, for example, Georgia’s 
four largest banks raised the interest 
to be paid on savings accounts to 2% 
per cent, the highest premium that can 
be paid by a commercial bank insured 
by the Federal Deposit Insurance Cor- 
poration. 

In their joint release, The First Na- 
tional Bank of Atlanta, The Fulton 
National Bank, the Trust Company of 
Georgia, and The Citizens and Southern 
National Bank, all of Atlanta, pointed 
out that the increase would mean a 
$1 million annual gain for 300,000 
savings depositors. 

The maximum 2% per cent rate is 
now being paid by many banks in New 
Jersey, Illinois, Michigan and Pennsyl- 
vania. Detroit banks, however, are typ- 
ically only paying the top rate on certifi- 
cates of deposit that are left undisturbed 
for periods ranging up to a year. The 
various certificates are available in mul- 
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tiples of $100 and $500. Several banks 
have also raised the amount that may be 
placed in a time savings account from 
$10,000 to $50,000. 

Certificates are being used to bolster 
savings deposits at the three Meadville, 
Pennsylvania banks, too. Issued in mul- 
tiples of $100 with a $500 minimum, the 
certificates may be cashed before the 
five-year maturity date at a scaled down 
interest rate. 
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A.I.B. Convention 
Highlights 

Present conditions call for an accel- 
eration of the teaching of banking and 
economic know-how and the development 
of managerial talent if we are to meet 
the expanding needs of our growing 
economy, according to Fred F. Florence, 
president of the American Bankers Asso- 
ciation and the Republic National Bank 
of Dallas, in a recent address before the 
54th Annual Convention of the American 
Institute of Banking in Dallas. 

He pointed out that the banking busi- 
ness is still in the process of transition 
from an era of class banking to an era 
of mass banking, and there will be an 
enormous increase in the need for men 
and women who can competently oper- 
ate and manage the nation’s banks. 

The work of the A.I.B., the educational 
arm of the A.B.A., he added, has pro- 
vided the foundation upon which all 
present-day educational activities in 
banking have been built. On May 31, 
for example, membership of the A.I.B. 
stood at a record 127,006, with 68,599 
enrollments in classes conducted by 465 


chapters and study groups across the | 


country. 

More than 1,500 of these members 
attended the week-long Dallas meeting. 
They heard addresses by top-ranking 
senior bankers and educators, conducted 
panels on banking subjects and laid 
the groundwork for the Institute’s pro- 
gram during the coming year. 

New officers of the A.I.B. are Leroy 
S. Clark, vice-president of The Marine 
Midland Trust Company of New York 


Newly elected A.1.B. leaders 


President Leroy S. Clark, left, and 
Vice-president George Clark, right 
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Mow youve grown | 





In all likelihood, your bank is bigger—and 


busier—than ever before. 


More customers, larger individual accounts 
and, of course, higher total assets. 
You're hardly the same institution you 


were a few years ago. 


But do you still carry the same amount of 


Blanket Bond protection you had then? 


If so, you're taking an expensive chance. 
For the danger of embezzlement and 
robbery loss has never been greater than 
it is today. And having too little Blanket 
Bond protection can be almost as ruinous 


as having none at all. 





If your Blanket Bond protection hasn't 


kept pace with your growth, you should 





~ 


lose no time in having it brought up to 


date—by the F&D representative in your 





community. The company he represents 
provides more Blanket Bond protection 
for financial institutions than any other 
company in the world. He is your very 


best source for this vital protection. 





Call him today. 


SINCE 1890 


Fipeciry ann Derosit company 
Baltimore Maryland 


AFFILIATE: AMERICAN BONDING COMPANY 














Ski area on Mount Hood, near 
Portland, Oregon... 
a Bank of California city. 


This bank 
knows 

the 
Pacific 


Coast 


THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 





Offices in California, Oregon, Washington 


HEAD OFFICE: 
400 CALIFORNIA STREET, SAN FRANCISCO 
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The Raman Drama in the Atomic 
Revoistion and the Promise of a 
Golden Age 








GEORGE 0. ROBINSON 
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A program and a gift book show bank interest in atomic energy 


City, who was elected president, and 
George Clark, assistant vice-president, 
The Farmers and Merchants National 
Bank of Los Angeles, who was named 
vice-president of the Institute. 

Another regular feature of the meet- 
ing was the national speaking contest for 
A. P. Giannini educational endowment 
prizes. First place winner was Dorothy 
Takosh of The First National City Bank 
of New York City. 

A debate team composed of Chicago 
bankers withstood a strong New Haven 
contingent to win the national debate 
contest for the Jesse H. Jones national 
convention debate fund prizes. Members 
of the winning team were Robert Cos- 
tello, the Pullman Trust and Savings 
Bank; Earl E. Petersen, The First 
National Bank of Chicago; and William 
E. Seanlan, the Pullman Trust and Sav- 
ings Bank, alternate. 

The coveted Harold Stonier award for 
excellence in A.I.B. graduate work was 
presented to A. F. Shepardson, assistant 
credit officer, Bank of America, Los 
Angeles. Mr. Shepardson is the first 
recipient of the new annual award. 

There were 53 chapters entered in the 
Institute’s national publicity exhibit com- 
petition. A.I.B. chapters from Richmond, 
Virginia; Baltimore, Maryland; and 
Wichita Falls, Texas, won first place 
prizes for their respective size classes. 

Next year’s convention will be held 
in Richmond, Virginia, May 27-31. 
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Banks and Atomic Energy 


The peacetime applications of nuclear 
energy continue to stir the imaginations 
of the business and banking fraternities. 
This is evident in two recent develop- 
ments in the South. 

Atomic forum. The First National 
Bank of Atlanta, Georgia, spearheaded 
a unique forum on prospects for atomic 


| energy in the South which was attended 
| by more than 400 businessmen, scientists 
| and bankers. 


Designed to appeal to businessmen and 


others generally unfamiliar with the 
progress made in the atomic field since 
it was opened to private industry in 
1954, the three-day program consisted 
of two days of panels and discussions 
at an Atlanta hotel, plus a special tour 
of atomic installations at Oak Ridge, 
Tennessee. 

The forum, the first of its kind in the 
South, was the result of more than a 
year’s planning by First National Chair- 
man James D. Robinson, Jr., President 
Edward D. Smith and George Goodwin, 
vice-president. Co-sponsors were the 
Atomic Industrial Forum of New York; 
the Southern Research Institute, Bir- 
mingham, Alabama; the Southern Asso- 
ciation of Science and Industry, Atlanta; 
the Oak Ridge Institute of Nuclear 
Studies; and the Oak Ridge National 
Laboratory. 

A principal speaker at the meeting 
was Governor LeRoy Collins of Florida, 
who pointed out that nuclear energy is 
a new tool which can wipe out geographic 
disadvantages, overcome the lack of con- 
ventional sources of energy and, more 
than that, unlock secrets of nature which 
heretofore existed only beyond man’s 
wildest dreams. 

Nuclear study. To encourage a wider 
understanding of the many amazing 
benefits that the atom will bring to man- 
kind, the State Bank and Trust Com- 
pany, Greenwood, South Carolina, pre- 
sented a copy of the new book “And 
What of Tomorrow?” to each member 
of the graduating classes of high schools 
in Greenwood and Aiken Counties, South 
Carolina. 

The book, written by George O. Robin- 
son, assistant to the manager for pub- 
lic education at the Atomic Energy Com- 
mission’s 200,000-acre project near 
Aiken, details the human drama in the 
historic atomic adventure, explains how 
the new force will revolutionize man’s 
way of life, describes how the construc- 
tive side of the atom will far outweigh 
the destructive aspects in the years 
ahead, and tells how the nation’s leading 
industrial organizations operate the 
many atomic facilities in existence in 
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the United States for the government. 

Published by Comet Press Books, New 
York City, the book is expected to give 
the young people that receive it inspira- 
tion and a truer perspective of what 
the atomic age offers all of us, said 
Dewey H. Johnson, chairman of the 
bank. 
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Travel-Accident Insurance 


The Citizens and Southern National 
Bank, Atlanta, Georgia, is offering its 
600 correspondent banks a new travel- 
accident insurance that provides cover- 
age at a group rate for traveling per- 
sonnel. 

The new service enables a bank to 
insure regularly traveling personnel for 
$50,000 at a maximum cost of only $50 
a year per person. Written by the Con- 
tinental Casualty Company, the insur- 
ance includes provisions for infrequently 


; ‘ 
traveling personnel and medical expense 


benefits. 
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**Unitized”’’ Teller Cages 


Teller cages described as “unitized” 
are one of the features of the newly 
modernized quarters of The Commercial 
Savings Bank, Monroe, Wisconsin. 

All of the checking account tellers’ 
cages were designed by the Taylor- 
Palmer Company of Milwaukee as com- 
plete working units, and were con- 
structed so that the teller is always 
facing the lobby or main entrance. At 
no time is it necessary for the teller 
to turn his back to a customer. 

Each cage contains a metal unit with 
separate currency drawers for regular 
and relief tellers, plus a safe that is 
used for storage of wrapped coins. The 
remainder of the cage is of wood, con- 
struction. The top drawer, just to the 
left of the metal unit, is for deposit 
tickets and checks from customers. All 
other drawers in the left hand unit are 
for various forms and supplies the teller 
needs. 

Immediately below the automatic cash 
machine is a holder for coin wrappers 
and currency straps, and under the 
marble deal plate is an _ open-front 
drawer with compartments that hold 
forms a teller uses while serving his 
customers. 


Complete working unit 
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How much do you know about 


CREDIT INSURANCE 


as a vital factor in 


COMMERCIAL LOANS? 


How does coinsurance apply to Credit Insurance? 
What is meant by primary loss? What is the 
bank’s role as collateral beneficiary under 
Credit Insurance ? 


The above questions, and many 
more like them, are answered in full 
in the recent booklet illustrated here: 
Credit Insurance: A Factor in Bank 
Lending. 






CREDIT INSURANCE 
| A FACTOR IN BANK LENDING - 
Written by a banker for the avowed a 
purpose of “‘acquainting bankers with 
the intricacies of Credit Insurance,” the 
booklet contains everything you need 
for a basic understanding of Credit 
Insurance as it relates to the handling 
of Commercial Loans. 





For your copy, write American 
Credit Insurance, Department 49, 
First National Bank Building, Balti- 
more 2, Maryland. 


AMERICAN CREDIT 


Indemnity Company of New York 


“Gives Accounts Receivable a Guaranteed Value” 


17 





18 





GEARED 


An especially helpful feature of 
First National City’s correspond- 
ent service is the technical assist- 
ance offered by our Special In- 
dustries Group. A unit of our 
Domestic Division, the Group is 
comprised of specialists in many 
industrial fields. 


The training and experience of 
these men is at the disposal of our 
correspondent banks in connection 
with all banking matters requiring 
intimate acquaintance with special 
industry problems. 


This informed assistance can be 
especially valuable in helping you 
reach sound decisions with respect 
to local loans. It is just one of 
many reasons why so many banks 
are turning to First National City 
for New York correspondent ser- 
vices. If you’d like to know how 
we can help you, why not call on 
us today. 













to help you serve 
the banking needs 
of any industry 



























































J. ED WARREN, Vice-President, is one of 
the country’s petroleum authorities. 
Working through and with local banks, 
his experience is helpful to correspondents 
who finance the oil industry; and is typi- 
eal of the type of ‘‘expert’”’ service we 
offer correspondents faced with problems 
in any industry. 


COFFEE INDUSTRY SPECIAL- 
ISTS Robert M. Franke, 
Vice-President, and John 
C. Slagle, Vice-President 
watch expert coffee taster. 
First National City has 
qualified individual spe- 
cialists for every important 
industry and theirassistance 
is available to correspon- 
dents. 


The FIRST 
NATIONAL CITY BANK 
of New York 


Around-the-clock Transit Service 
Bond Portfolio Analysis e 


Personalized Service « 


Head Office: 55 Wall Street, New York 
68 Overseas Branches, Offices, and Affiliates *« 75 Offices in Greater New York 
Collections e 
Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds 
World-Wide Banking Facilities 
Complete Metropolitan New York Offices Coverage 


First tn World Hide Banking 


Member Federal Deposit Insurance Corporation 






Credit Information 


e Participation in Local Loans 
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The adding machine has been placed 
in a recessed space at the teller’s right 
hand so that the keys will be at the same 
height as the deal plate. The machine 
may be used with equal ease whether the 
teller is sitting or standing. The small 
drawer below the adding machine holds 
rubber stamps, stamp pads, and the like. 
The larger drawers on the teller’s right 
hold a large supply of checkbooks, de- 
posit slips and pass books for customers. 
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Bank of America Offers 
Vacation Club Service 


A new Vacation Club Plan that pays 
interest on club savings is being offered 
its customers by the Bank of America, 
San Francisco. The new plan was sug- 
gested by the bank’s Junior Advisory 
Council, and raises 
the number of the 
customer 
services to 53. 

The club’s ac- 
counts are for sav- 
ings of $50, $100, 
$250, $500, and 
$1,000 to which de- 
posits of from $2 
to $40 are made 
over a 50-week pe- 
riod. Members may 





ANNOUNCING 
a mew 
BANK OF AMERICA 


SERVICE 









Vacation 
Club 


Pays interest 


laneous Club’”’ in 














make deposits of an 
amount not other- 
wise provided for. 
The theme for this year’s promotion 


| of the club accounts is ‘‘Save Ahead for 


the bank on billboards and 





Fun Ahead.” The slogan is featured by 
in transit 
ecards. It is also being given a heavy 
play in spot radio advertising and is 
tied in with lobby posters and other dis- 
plays in the bank’s California branches. 

The reverse side of the promotional 
folder illustrated above contains an 
application form and signature card on 


which the customer checks the club he 


wishes to join and supplies other per- 
tinent information. It also contains a 
receipting space for the teller accept- 
ing the initial deposit, and a temporary 
“tear off’ receipt that is given the cus- 
tomer. 

The promotion campaign was worked 
out by Batten, Barton, Durstine, & 
Osborne, advertising agency, in cooper- 
ation with Charles B. Stuart, Jr., the 
bank’s assistant advertising manager. 


¢ e * 


Former G-Men Organize 
Investigative Service 


A nationwide fact-finding and person- 
nel reporting service has been formed 
by 45 former Federal Bureau of Investi- 
gation agents under the name of Fideli- 
fax, Inc. The new company already has 
30 offices in principal cities, and each 
is headed by an ex G-man operating 
under a franchise from the national 


| organization, according to A. H. John- 


son, president of the concern. 
Mr. Johnson was a special agent for 


. 
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the F.B.I. for 13 years, and has spent 
the past decade leading activities of 
Investigators, Inc., a nationally known 


investigative located in 
Chicago. 

He pointed out that F.B.I. alumni in 
business for themselves as attorneys, 
certified public accountants and private 
investigators have cooperated informally 
for years in handling research assign- 
ments for bank clients. Formation of 
Fidelifax is merely a formal expansion 
of that practice, he added. National 
headquarters are at 205 W. Monroe, 
Chicago. 


organization 
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Economic Development 
Institute 


The unique Economic Development | 
Institute, started by the World Bank 
this year on an experimental basis, is | 


accepting enrollments for the second 


course of study which begins October | 


1, 1956. 


The course is designed to give senior 


government officials of underdeveloped 
countries a broad perspective of the 
problems of economic development and 
to increase their effectiveness in carry- 
ing out their responsibilities. This is 
accomplished through seminars for the 
discussion of concrete problems and poli- 
cies. In addition, there are meetings of 
smaller groups, special lectures by guest 
speakers and field trips, according to 
Professor A. K. Cairncross, director of 
the Institute, who is on leave of absence 
from the University of Glasgow. 

No more than 25 candidates are 
admitted and they must be nominated 
by the government of a member coun- 
try of the International Bank for Recon- 
struction and Development. The endorse- 
ment of a government is taken by the 
Institute as an indication that the can- 
didate is making, or will be in a position 
to make, a significant contribution to 
the development of his country. Prefer- 
ence is given to candidates between the 
ages of 35 and 45, all of whom must have 


An important new activity 


DEVELOPMENT, __ 
INSTITUTE 


INTERNATIONAL BANK FOR \ 
RECONSTRUCTION AND DEVELOPMENT | 
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You automatically plan the safety of 
your customers’ funds when you sell 
them safe, spendable First National 
City Bank Travelers Checks for 
their trips. They can start their 
journeys with confidence, because 
this handy travel currency safe- 
guards their travel funds just as 
your safe deposit vaults protect their 
valuables back home. If lost or 
stolen, NCB Travelers Checks are 
refunded in full. They are accepted 
like cash for goods and services in 
this country and abroad. 


to protect travel 
funds... NCB 
Travelers Checks 








You can plan on more profits, too, 
when you sell NCB Travelers 
Checks, because you keep 90% of 
the selling commission and remit 
10% to us. Extensive sales aids are 
provided free of charge, including a 
complete merchandising kit, tailor- 
made for your ready use and ena- 
bling you to tie in with broad 
national and international advertis- 
ing in trade and consumer publica- 
tions. 


The FIRST 


Wherever they are...wherever 
they’re going... NCB Travelers 
Checks simplify travel money 
problems for your clients. 


Famous around the 
globe, NCB Trav- 
elers Checks are in- 
stantly recognized 
everywhere, In con- 
venient denomina- 
tions of $10, $20, $50 
and $100, they cost 
only $1 per $100 and 
are good until used. 





NATIONAL CITY BANK 


of New York 


REMEMBER THESE FACTS: 


e Safe—fully refunded if lost or stolen 


e Inexpensive insurance for travel funds—cost only $1 per $100 
© You keep 90% of the selling commission—and remit 10% to us 
e NCB Travelers Checks have been sold for over half a century 
e Your customers are directed to Buy at Banks 


Member Federal Deposit Insurance Corporation 
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a good working knowledge of English. 

Further details can be obtained from 
the Economic Development Institute, 
1620 Belmont Street, N.W., Washington 
o, BS. 
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Predict Decline 
in Machinery Leasing 


Faster depreciation schedules allowed 
machinery owners since 1954, combined 
with modern long-term financing plans, 
have given machinery users the advan- 
tages formerly obtained in leasing, and 
prompted many machinery buyers to 
enter into instalment contracts rather 
than lease equipment, according to W. 
J. Rekstis, Jr., assistant vice-president 
of C.I.T. Corporation. 

He pointed out that if a manufacturer 


or processor needs a machine badly 
enough to enter into a long-term lease, 
he is going to want to keep it when the 
lease is completed. This is particularly 
true, he added, when they pay enough 
under a lease to buy a machine. In such 
cases, he said, they want to continue to 
use it as owned equipment or realize its 
residual value. 

Under the true, long-term lease, Mr. 
Rekstis noted, there is no purchase 
option, either written or implied, and 
the lessee has no rights whatever to the 
machinery; it returns to the lessor even 
though the lessee has paid the full sell- 
ing price of the machinery. 

“Any manufacturer or distributor who 
can get the financing necessary to han- 
dle a long-term lease, can make the same 
terms available at the same price on an 
instalment purchase program,” con- 
tinued Mr. Rekstis. “In fact, the actual 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 
A Job To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


40 Water Street, Boston 





Member Federal Deposit Insurance Corporation 








Building & Loan File 


Check File 


Guide of everything!" 


Deposit 
Slip File 





to 
—) 


loan completely! Enter payments on handy chart inside sturdy 
outer cover. Keep miscellaneous correspondence safely in 
roomy back pocket. One-inch cloth expansion gusset .. . 
strong, insertable metal tab... 
you see THIS Building and Loan File, you'll say "Smeads think 


And they do. Smead's pressboard Check File Guide and 
Deposit Slip File are two other superior filing products. 
WHATEVER your filing needs may be, from the simplest ex- 
panding file to a completely centralized index filing system, 
SMEAD has an intelligently devised product to speed pro- 
duction in YOUR office! 


the SMEAD MFG. CO., Inc. 


SPEED Examination! 


Locate Correspondence 


EASILY! with 


Smead’s 
BUILDING ano LOAN FILE 


Unusually COMPLETE progress chart 
gives entire loan history at a glance! 
Eight heavy manila dividers classify 


secure Acco fasteners. When 


. .. See your stationer NOW! 


HASTINGS, 
MINNESOTA 





experience of a number of manufacturers 
and dealers who have offered lease pro- 
grams has been that the terms and the 


financing are the basic factors influ- 
encing their customers, not any great 
desire to lease as opposed to buying. The 
vast majority of inquiries about these 
lease programs have resulted in orders 
to purchase under a long-term instal- 
ment payment program.” 
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New A.B.A. Committee Plans 
Staff Training Manuals 


A series of “how-to-do-it” manuals on 
the training of bank employees will be 
the first venture for the Committee on 
Employee Training recently set up by 
the American Bankers _ Association, 
according to Committee Chairman L. M. 
Schwartz, president, Citizens State 
Bank, Paola, Kansas. 

At the recent two-day organizational 
meeting held in Kansas City, Kansas, 
Mr. Schwartz pointed out that the initial 
goals for the Committee are to review 
the training problems of the smaller 
banks and develop practical guides for 
them. 

Plans for the five manuals in the pro- 
jected series call for the first to appear 
next winter, with the others following 
periodically. The initial volume will 
cover orientation of new employees; the 
second, a general discussion of “how to 
train”; and the others the training of 
bookkeepers, proof and transit clerks, 
and tellers. All of the manuals will be 
directed to the management of the 
smaller, so-called nondepartmental banks. 

The Committee on Employee Training 
is a joint endeavor of the Country Bank 
Operations Commission and the Depart- 
ment of Bank Personal Administration 
of the A.B.A. 
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*“Excellently Managed”’ 
Banks Listed 


Thirty-two banks in the United States 
and one in Canada are named as “excel- 
lently managed” in the 1956 edition of 
“The Manual of Excellent Managements” 
published by the American Institute of 
Management. These banks are listed in 
the box on page 21. In addition to the 
banks, two finance companies, Associates 
Investment Company, South Bend, Indi- 
ana, and the C.I.T. Financial Corpora- 
tion, New York City, are also listed. 

Since its inception the A.I.M. has 
continued a comparative study of the 
managements of American and Canadian 
companies in all branches of business, 
and since 1951 has listed publicly those 
companies that meet the A.I.M. appraisal 
standards. 

The standards evaluated are discussed 
at some length in the manual. They per- 
tain to the appraised company’s economic 
function, corporate structure, health of 
earnings, service to stockholders, re- 
search and development, directorate 
analysis, fiscal policies, production effi- 
ciency, sales vigor, and executive evalu- 
ation. 

A total of 409 companies are listed in 
the 1956 manual. It also lists excellently 
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American Trust Company, 
San Francisco, California 


Bank of America, 
San Francisco, California 


The Boatmen’s National Bank 
of St. Louis, Missouri 


The Central Trust Company, 
Cincinnati, Ohio 

Chemical Corn Exchange Bank, 
New York City 

The Citizens and Southern National 
Bank, Savannah, Georgia 


Continental Illinois National Bank 
and Trust Company of Chicago, 
Illinois 

The County Trust Company, 
White Plains, New York 

Equitable Security Trust Company 
Wilmington, Delaware 

The Fifth Third Union Trust 
Company, Cincinnati, Ohio 

First National Bank 
of Baltimore, Maryland 


First National Bank, 
Kokomo, Indiana 


The First National Bank 
of Boston, Masachusetts 


| The First National Bank 


of Chicago, Illinois 


First National Bank 
in Dallas, Texas 


First National Bank 
in Houston, Texas 





Thirty-three Banks Rated as “Excellent” 


The First National Bank 
of Portland, Oregon 
The First National Bank 
of St. Paul, Minnesota 
The First National City Bank 
of New York City 
The First Pennsylvania Banking 
and Trust Company, 
Philadephia, Pennsylvania 
The Franklin National Bank 
of Franklin Square, New York 
The Indiana National Bank 
of Indianapolis, Indiana 
Marine Midland Corporation 
Buffalo, New York 
Mellon National Bank and Trust 
Company, Pittsburgh, 
Pennsylvania 
National Bank 
of Detroit, Michigan 
The National City Bank 
of Cleveland, Ohio 
Northwest Bancorporation, 
Minneapolis, Minnesota 
The Peoples National Bank 
of Charlottesville, Virginia 
The Royal Bank 
of Canada, Montreal 
Seattle-First National Bank 
Seattle, Washington 
Security First National Bank 
of Los Angeles, California 
Trust Company of Georgia, 
Atlanta, Georgia 
The United States National Bank 
of Portland, Oregon 














Meet 1956 audit standards of American Institute of Management 


managed companies that have paid unin- 
terrupted annual cash dividends for 25 
years or longer; discusses the manage- 
ment audit of a number of non-business 
types of organizations, such as religions, 
hospitals, colleges, ete.; and gives a 
full-scale management audit of the Alu- 
minum Company of America. 

Copies of the manual have been dis- 
tributed to Institute members. Others 
interested in obtaining copies should 
write to the Institute’s offices at 125 East 
388th Street, New York 16, New York. 
The price per manual is $20. 
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Travel Display Contest 


Travel-connected bank services, such 
as vacation loans, auto loans, travelers 
cheques, etc., are all possible themes in 
a new display contest for bank employees 
being sponsored by the American Express 
Company, according to James A. Hender- 
son, assistant vice-president of the New 
York concern. 

He pointed out that any bank staff 
member in the United States or Canada 
may compete for the first prize of two 
round-trip air tickets to Bermuda, or 
the equivalent in travelers cheques. Sec- 
ond prize is $100 in travelers cheques, 
and there are ten additional prizes of 
camera kits. Contestants may send more 
than one photo entry, with September 1 
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being the final deadline for them. 
American Express is supplying con- 
testants with exhibit materials to be | 
used in constructing their displays. The | 
kits are available without charge and | 
consist of 12-inch squares each showing | 
a gaily colored native costume of a for- | 
eign land, plus a set of wire units for 
putting the parts together in a variety 
of shapes and sizes. | 
The contest rules may be obtained by | 
writing to Mr. Henderson at American | 
Express Company headquarters, 65 
Broadway, New York City 6. 
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Carnival Highlights 
S-L Branch Opening 
| 


The magic lure of the carnival recently | 
drew more than 10,000 people to the | 
new temporary offices of the Montrose | 
branch of the Glendale (California) 
Federal Savings and Loan Association. 

While adults familiarized themselves | 
with services rendered at the new branch, 
thousands of youngsters were treated 
to free amusement rides in the two-day 
festivities held in honor of the Glen- 
dale institution’s passing of the $125- | 
million mark in assets. The affair also | 
acknowledged the 125th anniversary of | 
the savings and loan business. 

In addition to free rides and refresh- 
ments, youngsters were given Thrift | 











@ FAST! 


Drastically reduces the number of 
operations and record handling. 


@ ACCURATE! 


Posting errors are reduced, and 
charges to the wrong account are 
virtually eliminated. 


© CUSTOMER APPROVED! 


Banks using this system report 
customer approval of the plan 
and the services which it renders. 


@ SIMPLE! 


Easier for bookkeepers and others 
involved to understand and use. 


© PROFITABLE! 


Savings in space and personnel 
result in a profitable operation 
for Post-To-Check usage. 


L£ 4 CORPORATION 


CEDAR RAPIDS, IOWA 






Please send complete Post-To-Check 
information to: 





NAME 








ADDRESS 
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NEW ZEALAND 


Over the past 90 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 








these two greatly expanding nations. Glendale Federal’s 2-day open-house carnival attracted 10,000 

More than 700 Offi through- : ; i P a 
esi mccain sani ante villas na Twin hats, balloons and coin banks. Free’ Participating in it are the country’s 
vide up to date information on the $1 gift certificates were also disbursed. commercial, savings and post office banks, 
incu autinel: cuit aifen Quelitites Ger The certificates could be redeemed for and the Central Bank for Agricultural 
every type of transection a dollar’s worth of merchandise at many Credit, and the cooperative building and 








Montrose stores, or they could be consumers’ societies. By the end of 1955 
added to a savings account at the new some 350,000 persons had opened pre- 


branch. mium savings accounts. 

THE COMMERCIAL BANK As a sidelight, the branch prominently Under the plan any “natural” person 
displayed an architect’s sketch of per- with a taxable income of at least 1,200 
manent quarters that will soon be under Swedish Krona (approximately $332) per 

OF AUSTRALIA LIMITED construction. annum can join the plan, and married 

FOUNDED I866 . . « couples are allowed to join individually 





if their individual or joint incomes 
amount to at least 1,200 S.Kr. 


Head Office: 335-7-9 Collins Street, Swedish Premium Savings Deposits up to a maximum of 1,000 
MELBOURNE, AUSTRALIA. About a year ago a so-called premium §.Kr per person per year are allowed. 

Chief New Zealand Office: savings scheme, a system of bonuses for Only one account for 1955 and one in 
328-330 Lambton Quay, WELLINGTON. voluntary saving to run for two years, 1956 is allowed, and the minimum amount 











was inaugurated by law in Sweden. that can be deposited in an account is 

10 S.Kr. The participating institutions } 

are required by law to pay their highest 

rate of interest on these savings, which 
"a9 2 at present is 4 per cent. 

It S Th} Our ba | The premiums will be paid on the 

. accounts still on deposit by the end of L 

1960. The premiums amount to 20 per 

th SAVI N GS h . cent on the amount deposited in 1955 and 

e y using 15 per cent on the amount deposited in 


1956. The accounts are not blocked, but 


® can be drawn upon like ordinary savings 
S ind | N G - D EX deposits. However, to the extent to which 
withdrawals are made prior to 1961, the 


' depositor forfeits the premium on the 


the vertical and visible wonder! amount withdrawn. The premiums are 


paid only on new savings deposited in 
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New Books of 
Banking Interest 


Three new books have been published 
that could fill gaps in libraries of bank 


? 


/ 4 
/ 4 


/ £ regardless of 





4 ° owe 
“ your present sys- officers and financial men. William H. 
/ y P y Butterfield’s “(Common Sense in Letter 
11 if tem, you can Ccon- Writing,” for example, provides many 
yy hi helpful hints on bank correspondence, 
vert to this easy while “Present Day Banking 1956” and 
labor-saving method “How to Communicate Policy and Pro- 


cedure” offer practical suggestions on 
operations and other phases of banking. 

Better letters. Mr. Butterfield is one 
of America’s leading authorities on let- 
ter writing, and he has drawn upon his 
wide experience in this field to illustrate 


1/10 the cost of Visible. 
ALL the Advantages of Vertical and Visible. 


Effective Tools for Effective Management ee ee 
Ss 1 vercom 
WASSELL ORGANIZATION, INC. Westport, Conn. errors. : 


In his 82-page guide, he analyzes 
sound techniques and shows how to apply 
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them in an entertaining and informative 
way. The book is subtitled “Six Steps 
to Better Results by Mail,” and covers 
such subjects as: be sure you say what 
you mean; say it—don’t take half a 
day; keynote each letter with courtesy; 
focus your message on the reader; make 
it sound friendly and human; and 
remember the tact in contact. The book 
was published by The Interstate, 19-27 
N. Jackson Street, Danville, Illinois. It 
sells for $2.25. 

Communications manual. Bank man- 
agement will find many useful sugges- 
tions concerning the writing, publica- 
tion and disemmination of written 
instructions in “How to Communicate 
Policy and Procedure.” 

The 224-page manual covers the tech- 
niques of writing instructions together 
with use of illustrations and art work 
to achieve clarity, brevity, emphasis and 
singleness of meaning. Major emphasis, 
however, is directed to the designing of 
complete systems for issuing written 
instructions through use of looseleaf 
manuals, handbooks and circular instruc- 
tions. 

The manual can be obtained from the 
publisher, Bureau of Business Practice, 
National Foremen’s Institute, 100 Gar- 
field Avenue, New London, Connecticut. 
It is priced at $12.50. 

Banking capsules. Condensations of 
graduate theses covering the field of 
banking are contained in “Present Day 
Banking 1956,” recently published by the 
American Bankers Association. 

The 368-page volume is the sixth to 
carry theses written by senior students 
at the A.B.A. Graduate School of Bank- 
ing. The 31 selected for presentation this 
year include: A Program for Developing 
Bank Executives, Open Market Opera- 
tions, Organization in Branch Banking, 
Bank Employee Publications, Salary 
Review Procedures and Controls, Work 
Simplification, ete. 

The book is available at $6 per copy to 
A.B.A. member banks by writing to the 
American Bankers Association, 12 East 
36th Street, New York City 16. 


Aid to better bank letters 





COMMON SENSE 
IN 
LETTER WRITING 


SIX STEPS TO BETTER RESULTS BY MAIL 


Be Sure You Say What You Mean 
Say It + Take Half a Day 
o a 


Keynote Each Le 
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Well protect 
your interests 


Consider your business as safe with 
Continental Bank as if you were directing every detail 
yourself. Be assured, too, that our trained 
staff will accomplish your assignment, large or small, 


with the utmost speed and efficiency. 








The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street i 
CENTRAL BRANCH: 1575 South Main Street + as 


err 


Member Federal Reserve System © Member Federal Deposit Insurance Corporation 

















Using Community History to Publicize a Bank’s Centennial 


By C. Arthur Hemminger 


Vice-President and Public Relations Director, First National Bank in St. Louis, Missouri 








An editorial in the St. Louis Post- 
Dispatch best describes the effect on the 
community of an unusual centennial 
project developed by the First National 
Bank in St. Louis. On Sunday, May 27, 
1956, the Post wrote: 

“True to its function, most adver- 
tising is a direct effort to sell some 
product or service. But every now and 





The 
GUIDING LIGHT | 
TO LIFE... , 


AUTOMATIC VAULT VENTILATOR 








LIFE INSURANCE FOR YOU 
AND YOUR CUSTOMERS 


Accidental lock-ins of customers, employees and 
officials occur more often than you realize and 
when bandits strike, lock-ins are common. Peco 
is the only vault ventilator that can be oper- 
ated by remote control. Simply push the button 
for life saving air to circulate. Peco ventilators 
are completely automatic and silent in opera- 
tion. 


for complete information 


OTHER PECO PRODUCTS~—4 


| Grade “A” Vault Alarms @ Nite- | | 


| N-Day Depositories @ Vault | 
| Doors @ Chime Clocks @ The | 
; Automatic Auto Banker @ Drive- 

| in Fixtures @ Walk up Wickets | 
®@ Safe Deposit Boxes I 


PROTECTION 
EQUIPMENT CO. 


Ave. So., 


MINNEAPOLIS, MINN. 
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then some firm appeals to a much wider 
interest—as the First National Bank 
has done in issuing ‘St. Louis—A Fond 
Look Back’ on the occasion of the 100th 
anniversary of the founding of its pre- 
decessors, the Southern Bank and the 
Mechanics Bank. A not so very casual 
reader might page through this hand- 
somely illustrated history of St. Louis 
without even noticing the bank’s name.” 

wr So much brought together so 





. handsomely insures both demand and ap- 


preciation for this book. A bow to the 
institution which has thus celebrated the 


| community in which it has enjoyed a 
| century of growth.” 


Civic leaders receive first copies. Initial 
copies of the pictorial history were dis- 
tributed to 600 St. Louis business and 
civic leaders and their wives at the 90th 
anniversary dinner meeting of the Mis- 
souri Historical Society. 

The first copy was presented to Fed- 
eral District Judge George H. Moore, 
president of the Society, by William A. 
McDonnell, president of the bank. 

In presenting the book to Judge 
Moore, McDonnell said: “We of the 
bank decided that publishing a pictorial 
history of St. Louis would be a better 
way to celebrate this milestone than 
spending money on a self-centered pro- 
motional activity. 

“This is not the usual kind of history. 
Not an economic history, nor a long and 
careful recording of dates and events. 
More space is devoted to pictures than 
to words. More to sentiment and affec- 
tion for the community than to cold 


recording or analysis. This book is a 
tangible recollection of our city’s color- 
ful past; and a fitting beginning to our 
second century.” 

The presentation ceremony was held 
in the famous Old Courthouse on St. 
Louis’ riverfront where the Historical 
Society had been organized in 1866. 
Dinner was served in the rotunda of 
the recently renovated building, now a 
museum. The restored paintings in the 
dome interior lent nineteenth century 
atmosphere to the beautifully decorated 
room with its red and white flowers, 
candlelight and strolling musicians. 

The red, white and blue program with 
its old-style design and the champagne 
dinner were patterned after festive St. 
Louis occasions of earlier eras. 

The 84-page, gravure printed book 
records the growth of the city from its 
founding in 1764 to the present, and 
includes reproductions of paintings, 
drawings, prints, photographs and other 
historical objects of the times. It was 
produced under the direction of Charles 
van Ravenswaay, director of the His- 
torical Society. 

“It is to recall the city’s proud past 
that this book has been prepared,” writes 
Mr. van Ravenswaay in the foreword of 
the book. “This is not a history in the 
formal manner, but rather a _ personal 
looking backward through the years at 
some of the things which are good and 
pleasant to remember. Our present has 
been shaped by the past, as indeed will 
be our future, and all of us need to know 
how this present came into being.” 


Old courthouse rotunda was nostalgic setting for birthday dinner 
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A FOND LOOK BACK 











President McDonnell, left, makes “first 
copy” presentation to Judge Moore, right, 
head of St. Louis’ historical society 


**Appealed to wider interest” 


The book was hailed immediately by 
the city’s civic and educational leaders, 
by the press, by organizations and clubs, 
schools and individuals. The first edi- 
tion of 15,000 copies is being distributed 
free of charge to libraries, members of 
Historical Society, leading citizens in 
St. Louis, and to more than 1,000 cor- 
respondent banks of First National 
throughout the world. Plans are being 
made for further distribution of a sec- 
ond edition of at least 30,000 copies, 
with 10,000 volumes a gift to the His- 
torical Society and the rest to be distrib- 
uted in the community. 

First National Bank in St. Louis 
traces its origin directly to the South- 
ern Bank and the Mechanics Bank 
which were organized in 1856 and 
opened for business in 1857 following 
the passage of the Missouri Banking 
Act. The Southern Bank became the 
Third National Bank in 1863. It was 
merged with the St. Louis Union Trust 
Bank and the Mechanics-American Na- 
tional Bank in 1919 to become the First 
National Bank in St. Louis, the first 
major banking institution west of the 
Mississippi River. 

Looking to the future. In addition to 
marking the centennial of the First Na- 
tional Bank, the year 1956 will also see 
the completion of the bank’s extensive re- 
modeling and expansion program. When 
the rebuilding project is completed, First 
National Bank and its associate institu- 
tion, St. Louis Union Trust Company, 
will have expanded their facilities and 
operations into one of the most modern 
financial houses in the nation. 
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offers exceptional 7 4 

opportunities | 
for Sound 
Business 


Ventures 


During the past 5 years population has increased 
by over 1,000,000 and the number of factories has 
increased by more than 20%. 


It is significant that American Enterprises with 
years of Australian experience are increasing their 
investments in this fast developing country. 
A.N.Z. Bank has been able to assist many Ameri- 
can Corporations with essential information and 
introductions through the Business Development 
Department which is designed to meet the special 
requirements of oversea businessmen. 


Write now for a copy of the Bank’s 114-page 
booklet: 


“AUSTRALIA'S CONTINUING DEVELOPMENT” 


A.N.Z. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


Over 840 Branches and Agencies throughout Australia and New Zealand, 
in Fiji and Papua, and in London. 





‘OVERSEAS DEPARTMENT 


All overseas enquiries should be directed to: | Serer! Manager's Office 
i Collins Street 


Melbourne, Australia 
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Interior Views of New and Modernised Bank Quarters 


Featuring styling innovations in modern bank lobbies in several states across the country 




















Prophetstown, Ill. Clean, functional lines of The Farmers National 

Bank are heightened by the effective use of flowers and planters. 

Office furnishings are walnut. Note recessed lighting and unusual 
pattern in asphalt tile floor 


Bank Building Corporation of America 




















New York, N.Y. A ceiling of luminous plastic 
accents the low, modern counter-screen at 


Philadelphia, Pa. Rows of large spherical lighting fixtures add an the remodeled 125th Street branch of the 
informal touch to the new suburban station office of the Girard Trust Empire City Savings Bank. Note the novel 


Corn Exchange Bank 

















Dania, Fla. A dark green fibrous material 
sheathes the stone columns at the new 
Dania Bank building, highlighting the 
pastel green and deep brown shades used 
on the walls. Hanging chandeliers in the 
lobby were custom-made in Cuba 


construction and number of check desks 





Somerset, Pa. Tellers’ wickets and check desks at the enlarged Peoples 
National Bank are of hand-forged aluminum. The pumpkin colored 
Formica counter tops match similar toned leather furniture 











Lincoln Park, Mich. A floating staircase and attractive planter boxes 

are focal points at the new Dix Road office of the Security Bank. Space 

saving, wall-attached check desks are of Honduras mahogany trimmed 
in black Formica 
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Glasgow, Ky. The completely reconditioned New Farmers Lamont, Calif. Simplicity of design and effective use 


National Bank has a marble floor, walnut finished booths, of contrasting colors are featured at the modern 
recessed fluorescent lighting, and a soundproof ceiling. The Lamont branch of the Buttonwillow National Bank. 
structural columns were utilized for check desks Note variety of lighting fixtures 


















































f Richmond, Va. The redesigned main office 
of the State-Planters Bank and Trust Com- 
pany has been completely air conditioned. 
The new mezzanine in the main lobby 
houses the bank’s consumer credit depart- 
ment. A new street entrance was added to 
provide easier access for customers to both 
the lobby and the credit department 
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New York, N.Y. Sawtooth arrangement of teller stations Atlanta, Ga. Futuristic furnishings and large planter 
helped solve space limitations at the remodeled Rocke- boxes serve as a background for the check desk at the 
feller Center office of The New York Savings Bank new Pershing Point office of The Bank of Georgia 








The Cunneen Company 


New Kensington, Pa. Modern bleached mahogany tellers’ counters 
and check desks are among the many innovations at the enlarged 


First National Bank. Note the colorful draperies and the contrasting 
tile pattern in the lobby 





Fort Worth, Tex. The picturesque lobby of the Bank of Commerce 
has been extended as part of an expansion to allow increased space 
for tellers’ windows and the savings and loan departments 
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While you were putting the car 





...our night staff processed 3000 cash items 


Some nights a man can make it out of the 
house, into the car, into the garage, and 
back in the house in about 4 minutes. 


Other nights (like the one pictured above) 
there’s an extra operation involved. Then 
it takes about 6 minutes. In those 6 min- 
utes, the night staff at the Continental 
Illinois in Chicago processed the impressive 
total of 3000 cash items! 500 per minute! 


away last night... 


Speed like this... volume like this...a 
system like this explains why many a check 
mailed to the Continental in the afternoon 
by banks from coast to coast becomes 
available funds the following morning. 

Our 3000 correspondent banks find this 
Continental service unique—and a real ad- 
vantage. We think you would, too. And 
we'd be happy to discuss it with you. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 
Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 
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Three groups, at different experience levels, are participating. Above are assistant branch managers 


ANSWER TO A SERIOUS SHORTAGE 





A group program that is shrinking the time required 
to develop better qualified loan officers and trainees 


By 


LLOYD L. AUSTIN 


President, Security-First National Bank 
of Los Angeles, 
Los Angeles 54, California 


AN the time necessary to train 
C a loan officer be shortened? Can 
ten years of normal credit exper- 
lence be crowded into a fraction of 
that time? 
If the right machinery is provided, 
can loan officers teach each other? 
Answers to these and similar ques- 
tions are being sought by us in a series 
of approximately 26 weekly meetings 
attended by 45 men from our staff, 
many of them officers of high rank, 
who are enrolled in what we call Loan 
Training Workshops. This program 
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was initiated approximately one year 
ago. The men are assisted by a 
“faculty” and administrative staff of 
24 recruited from the top credit group 
within the bank. 

Three groups at different experience 
levels are participating in our first 
workshops. One group is composed 
exclusively of branch managers, all 
mature loan officers. A second group 
is composed of assistant branch man- 
agers, many with extensive loan ex- 
perience. The third is composed of 
trainees, young men who have recently 
entered the bank’s employ, but who 
are already facing loan problems in 
their respective assignments. All 
groups limit their membership to 15 
men. 

The method of instruction is the 
same for all, irrespective of experi- 
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ence. The “case” system is used. 
Members receive each week a detailed 
analysis of two actual credit applica- 
tions, either granted, under consider- 
ation, or declined, by the bank. The 
workshop participant has no means of 
knowing in which category either of 
the applications fall. All names used 
are fictitious, and the case camou- 
flaged in such a way that the borrower 
cannot be identified, but the cases are 
actual. It is the student’s task to make 
a complete analysis of the problem 
given him, recommend credit to be 
extended, if any, the amount, how 
secured, for what term, and other 
basic details. Members are evaluated 
on their ability to analyze the prob- 
lems involved, name the pitfalls to 


trary, under the plan of instruction 
used, one who disagreed and who 
presented significant and pertinent 
facts in support of his view might 
receive the highest evaluation. The 
purpose of the course is to train men 
in acquiring a loan officer’s viewpoint, 
ability to secure and analyze facts and 
arrive at reasonable and logical con- 
clusions. We are constantly pointing 
out that there is more than one right 
way to look at any given credit. The 
value of this training lies in develop- 
ing the student’s ability to think. 
The classes have no instructors. The 
chairman of each meeting, an experi- 
enced loan man, acts as a “moderator.” 
His job is to arouse interest, stimulate 
an exchange of views, ask pertinent 


be avoided, points of strength and questions and encourage thinking. 
weakness, additional information they Also present is a third party, an 
would try to get that is not covered “evaluator.” He listens carefully, 


by the memorandun, ete. 

At the conclusion of each weekly 
session of one and one-half hours and 
after each of the 15 men has had 
opportunity to express his views, the 








records the views of each member, 
appraises the value of each man’s 
contribution, and from time to time, 
together with other members of the 
supervisory team, arrives at a con- 







































































; ne : _ “Textbooks” are actual lo: oblems, ate i 
loan officer of the bank actually han- ference rating of each individual’s e actual lean problems, formulated @ inte 
dling the case summarizes the prob- performance. He then counsels pri- Veeti ° k 

. . . . ¥ ¥ . * y . 
lem, tells how the bank is handling the vately with each member on_ his Meeting one morning a week for 26] wee 
line, how it feels about future credit, strength and weakness and what each 
gives pertinent past history, and an- can do to improve his performance. quires four closely-spaced pages of 
swers questions. Those whose analysis Members of the various workshop’ explanation. One page is normally de- 
compared favorably with the bank’s groups must contribute a substantial voted to a general description of the 
do not necessarily receive the highest amount of time and effort to the company, another to an outline of the 
evaluation for the session. On the con- project. A typical loan problem re-_ debt, a third to a comparative balance 

Participants analyze two credits each week; their conclusions are discussed at workshop sessions 
<— ——— = =] 
a 
7. P.. WC, Branch MR, H, AND MRS, W, Branch 
(manufacturers of aircraft parts, coaxial switches, ( Timber and Lumber) 
valves, etc.) 
8-5-55 Memorandum by Assistant Vice President 
1-23-56 Memorandum by: Vice-President 
Application: Mr. S., the company's president, says that the company will have a continuing Application 755,000 Internal direct or indirect line partially secured by collateral valued 
need for bank credit of up to $250,000 for a considerable time yet. Bank loans at $580,010 - expiration 8-1-56. 
were recently decreased to $150,000 but that decrease is temporary and Mr. S. ___45,000 Internal indirect line secured by assigned receivables to 8-1-56. 
believes that the heaviest need will be next spring. It is not yet apparent when $800,000 Total 
the need for the increased bank credit will be over. 
. ; Advances are to be in the form of unsecured loans to companies in which the 
Purpose: To provide working capital. applicants have a financial interest and are to be guaranteed by Mr. H., Mrs. 
Repayment Turnover of receivables and inventory. W. and their spouses. The guarantees will be secured by the collateral listed 
s below or the credit reduced by the amount of any collateral not pledged. 
xisting 
Approvals: 250,000.00 unsecured line to February 1, 1956. Purpose: For working capital in various controlled companies in the timber and lumber 
Present business. 
Debt $250,000.00 still owing under the old line. 
Repayment: Sele of inventories and collection of receivables. 
Financial 
Data: Audited statements by A. Co. for fiscial years ended Existing 
September 30th. vale: Jone 
Adjusted Adjusted Adjusted a — 
Audit Audit Audit Present Det 
9-30-53 9-30-54 9-30-55 to Us: None. 
Cash 89,954 58,987 29, 696 
Accounts Receivable 212,050 173,739 153,007 Security: Savings Accdunts 204, 830 
Inventory 414,469 439, 876 484,301 
Current Assets 716,473 672,602 667, 004 Securities 
Current Liabilities 524,511 338 , 896 390,511 1 , , 
Working Capital 191,692 333,706 276,493 ppt neg cg sange ap as cane 
Current Ratio 1,37 1.98 1.70 . Total sate ae —— 221, 730 
Real Estate & Buildings 127,923 118,518 109, 902 
Machinery quip 135,332 132,053 142, 902 1400 shs. American Broadcasting Co. 40,950 
Prepaid 34,137 38, 030 36,890 300 shs. Dow Breweries 9,150 
Other Assets 1,835 2,162 15, 066 1000 shs. Placer Development 35,000 
Total Assets 1,015,700 963, 965 971,764 siete — codes os.400 
Total Liabilities 815,994 617,420 636, 053 1000 she. Royalite Ot! epee j 
N / 7 335,7 = 3 
et Worth 199, 706 345,945 335,711 400 shs. Sunray Oil 10, 500 
The following gives effect 1o the subordination of the $160,000.00 due the Total Stocks 153,550 
officers: 
9-30-53 9-30-54 9-30-55 Combined Total $580,010 
Effective Total Liabilities 655,994 457,420 476,053 
Effective Net Worth 359, 706 505,945 495,711 
Effective Debt to Worth 183% 90% 96% Financia): The following information is taken from statements submitted direct but pre- 
pared by H. M. & H., C.P.A.'s, giving a qualified opinion with respect to 
Note: Audited statements do not include factory burden. The September 30, ' ” " 
1955, audited statement has been adjusted by the auditors, Mr. H's statement, but not Mrs. W's. Both statements are as of June 30, 1955: 
. 
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into case histories for analysis, recommendations 


sheet and the last to comments and 
explanations with regard to the finan- 
cial data. A considerable amount of 
concentrated study is necessary before 
a workshop member can get the prob- 
lem clearly in mind. Media such as 
tobert Morris Associates statement 
studies and other reference material 
must be secured and used. Members 
of the group are urged to acquire in- 
formation from all possible sources 
with respect to the business under 
study. The Research Department of 
the bank supplies weekly a summary 
of conditions prevailing in the indus- 
try under study so that much general 
information is available. Frequently, 
help is obtained from executives of 
firms engaged in similar lines. 

Considerable stress is placed on 
having the loan program outlined in 
detail, including the proposed rate of 
interest, method of repayment, how 
secured, etc. Frequently there is as 
much heated discussion on these points 
as on the major fact of whether or 
not the firm is entitled to credit. Each 
participant has a week in which to 
prepare his cases. In the hour and 
one-half allotted it may or may not be 
possible to discuss in detail both cases. 
However a summary of each case is 
made by the loan experts. 

Clerical duties for the three work- 
shop groups are shared by the central 
loan department and the bank’s train- 
ing supervisors. A roll is kept for each 
group and there is a considerable 
amount of work involved in the prepa- 
ration and distribution of the prob- 
lems. The bank’s training division 
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Typical “faculty”: moderator, assistant, two loan officers, and an evaluator 


also conducts classes for bookkeepers, 
tellers, escrow personnel and super- 
visors. The workshops require an 
entirely different approach from the 
classroom-instruction method. 

One of the most favorable aspects 
of our plan, as we see it, lies in the 
contribution members are able to 
make to each other in the way of 
increased knowledge and information. 
Some of this may be due to the wide 
diversity of our branches. The city 
man, for example, struggling with the 
credit problems of a dairy operation, 


weeks in 90 minute sessions, the loan training workshops require a high standard of work and concentration 


may sit beside a man at whose branch 
the problems of the dairy industry 
are a matter of every-day routine. 
The man from the branch in one of 
our growing residential areas peopled 
by young veterans and their families, 
sits bewildered while his associates in 
industrial areas talk glibly about the 
big loans made to the airframe and 
electronics industries. But he comes 
into his own when the next problem 
involves the bank’s advances to a 
finance company, secured by instal- 
See TRAINING LOAN OFFICERS—Page 72 


Supervisor staff in charge of the loan training program 


From left: Vice-Presidents Thomas B. Perry, Arnold B. Peek; George L. Woodford, Jr., 
assistant vice-president and credit manager; Vice-President Carl E. Hartnack 

















The replies offered constructive criticism. 
ideas for improving services, facilities 


Surprising Results trom 


A CUSTOMEN OPI 


O doubt now exists, if it ever did, 
N in the minds of our officers as 
to how effective a customer 
opinion survey can be. Recently we 
mailed out some 44,000 questionnaires, 
expecting the usual 2 to 5 per cent re- 
sponse. Instead, the response was ap- 
proximately 22 per cent. Over 10,000 
customers took the time to spell out 
to us just where we stand with them 
in the matter of service and facilities. 
The out-of-pocket cost of the survey 
was less than $1,000. 

These customers told us the good 
and the bad. They had many construc- 
tive criticisms, offered valuable sug- 
gestions, asked many questions, and 
in many cases paid us flattering com- 
pliments. Happily, the good replies far 
outnumbered the bad. However, it was 
the comparatively small number of 
negative replies, exclusive of two that 
were obviously written by eccentrics, 
that helped us to crystallize our think- 
ing on some new phases of our service, 
pointed up weaknesses in others, and 
prompted a variety of remedial actions. 

The idea for the survey was actually 
born about two years ago at a Finan- 
cial Public Relations Association clinic 
in Washington, D. C. However, the 
idea was not put to action until last 
Fall, after we had seen a reprint of an 
F.P.R.A. speech on the value of cus- 
tomer surveys. Incidentally, our vice- 
president in charge of advertising 
and public relations, W. W. Delamater, 
is the current president of the F.P.R.A. 

Last October a proposal for making 
the survey was laid before our new 
idea-committee, which is made up of 
Mr. Delamater; George Earle, vice- 
president, business development de- 
partment; Edwin G. Uhl, vice-presi- 
dent, operations; and Joseph Roberts, 
vice-president, loan department. The 
idea committee itself was conceived 
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| POLL 


By GEORGE H. EARLE, IV and HAROLD L. McKAIG 


Vice-President 


Assistant Vice-President 


Tradesmens Bank and Trust Company, Philadelphia. Pennsylvania 


two years ago and has functioned on a 
regular basis since for the purpose of 
seeking out, screening and adopting 
new ideas and approaches. 

In the discussions that followed of 
the proposed survey two important de- 
cisions were made that later proved 
basic to the suécess of the survey. One 
decision was to do everything we could 
to make sincerity and simplicity the 
keynotes. The other decision was to 
make the survey complete in all cate- 
gories rather than mere samplings. 


Accordingly, we sent questionnaires 
to all of our 22,500 regular and 19,500 
special checking accounts, and to all of 
our 2,500 stockholders. The result of 
this large mailing, apart from the find- 
ings made from the returned question- 
naires, was that we alerted our entire 
list of checking account depositors and 
our list of stockholders to our constant 
desire for new accounts, no matter 
how small. At the same time we ex- 
pressed our interest in our customers. 
And finally, the questionnaire itself 


THE QUESTIONS ... went to all checking account customers 





A REQUEST 


TO OUR DEPOSITORS eset 


I now use the following services at Tradesmens: 


( Regular Checking 
(0 Special Checking 


(CO Trust Department 
(0 Foreign Department 
( Safe Deposit 


© Christmas Club 
C Installment Loan 
© Other (please specify) 





AN manufacturing company can look 





Have you received from our staff the friendly courtesy and prompt attention which is your 











depositor. 


at its sales figures and tell at a glance due? D yes CD no 
what its customers think of its product. A Gonsune 
bank, h . which supplies services 
has a more difficult problem in evaluating 
- cane SS Do you think Trad provides the f and services a well-rounded institution such 
asians as ours should provide? 0 yes 0 no 
Here at Tradesmens we are con- Comment 
stantly striving not only to improve the 
quality of what we offer, but to think of 
new and better facilities for you, our Do you normally use? 0 Main Office 0 Branch. If a branch, which one? 





It would be most helpful to us if you 
would fill out this questionnaire, telling 
us what you like and what (if anything) 


CO poor 


Would you classify our services and facilities as? 
OD average 


(0 above average 0 excellent 





you do not like. While we can’t promise 
to fulfill all requests, we shall, as far as 
possible make whatever changes will be 


(0 never 


DO YOU RECOMMEND TRADESMENS TO YOUR FRIENDS AND ASSOCIATES? 
© occasionally 


© frequently (0 whenever I can 





of help to you. 


In other words, we want to see our- taciiites. 


selves as others see us. 


james M. Laace 
President 








Please list below any suggestions you may have for the improvement of our services or 
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| CUSTOMER SERVICES USED: 

Regular Checking Account 
Special Checking Account 
Savings Department 
Trust Department 





re | 


Foreign Department ........ ecee 
Safe Deposit 
Christmas Club 
Instalment loan 
Other Services 
Stockholder-Customer Replies 
IS SERVICE FRIENDLY, COURTEOUS? 
=a8 43, 
No 
PROVIDE ADEQUATE FACILITIES? 
Yes 
a eo 


eee ee eraeeeeerenee 


eee ee eee eeeeeeeeeee 
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peer, 
Average 
Above Average 
Excellent 


DO YOU RECOMMEND THE BANK? 
Never 
Occasionally 

| Frequently. as cece cas 

Whenever Possible 


ee ee ee ee) 


ee ee ee ee ee et 
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CUSTOMER RESEARCH TABULATION - SURVEY PERIOD: OCTOBER, 1955 - FEBRUARY, 1956 
Main Office (A), Branches(B-G), Tradesmens Bank and Trust Company, Philadelphia 
A B c D E F G "TOTALS 
2605 254 670 403 255 600 122 4909 
1564 130 762 267 295 824 252 4094 
314 53 46 75 54 150 81 773 
168 13 43 ’' 16 8 20 1 269 
67 20 oo 5 5 6 4 116 | 
880 98 78 105 48 234 30 1473 
98 37 36 30 56 59 35 351 
409 43 84 55 68 107 54 820 
170 16 19 16 16 33 6 276 
109 16 13 16 6 10 2 172 
5013 365 436 649 536 1378 363 8740 
22 8 12 14 4 11 7 78 
4234 348 1305 620 505 1319 351 8682 
81 13 6 21 12 33 8 174 
21 2 13 4 1 1l 1 53 
603 49 243: 130 73 280 46 1424 
941 59 295 116 130 316 90 1947 
2780 246 810 370 306 732 213 5457 
222 9 48 28 24 67 10 408 
834 56 255 129 105 300 63 1742 
418 58 150 66 50 128 51 921 
2963 86 920° 344 370 814 232 5729 














THE ANSWERS ... hit 22 per cent of questionnaires mailed. One out of four had a suggestion 


advertised widely the variety of serv- 
ices we offer. 

Two specific objectives were also 
born of the initial discussions. One was 
that we would try to learn exactly 
what our customers thought of us, and 
two, by a process of indirection, we 
would “ask” that our customers recom- 
mend Tradesmens bank to others. 

The same questionnaire that is illus- 
trated on page 32 was sent to both the 
checking account depositors and stock- 
holders. However, the letters attached 
by perforation to the questionnaires 
and signed by our president, James 
M. Large, were different. 

In the letter to the stockholders, for 
instance, we included the paragraph: 
“A stockholder can be our best ambas- 
sador of good will. We hope you rec- 
ommend us to your friends and asso- 
ciates. In his way you can help us to 
continue to grow and prosper.” 

In the letter to the depositors, this 
paragraph appeared: “It would be 
most helpful if you would fill out this 
questionnaire, telling us what you like 
and what (if anything) you do not 
like. While we can’t promise to fulfill 
all requests, we shall, as far as possible, 
make whatever changes will be of help 
to you.” 

To make sure that we would not con- 
fuse a reply from a stockholder with 
one from a depositor, we put a large 
asterisk in the upper right hand corner 
of stockholder questionnaires. 

As for the phraseology of both the 
questionnaires and their accompany- 
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ing letters, we think the readers will 
agree that it contains one element that 
perhaps more than any other prompted 
such a large number of people to take 
time out to fill in the questionnaires, 
add their comments, and mail them 
back to us. The element, of course, is 
the appearance in so many places of 
that all-important word, “you.” This 
precept for all good correspondence, 
the use of “you,” was carried out even 
in the signature line, which reads, 


“Signature, if you wish.” Incidentally, 
by far the greater number of respond- 
ents signed their full names. 

All told, we strived to put into writ- 
ing what one of our business develop- 
ment staff officers would actually say if 
he was calling on a customer and 
sought the same information. “Are you 
as a customer satisfied with us as a 
bank? If not, can you tell us what we 
can do to make you more satisfied?” 

See CUSTOMER OPINION POLL—Page 74 


President Large was delighted with the program(’s success 


From left to right: W. W. Delamater, vice president, advertising, and president, Financial 
Public Relations Association; James M. Large, president of the bank; and the authors, 
Messrs Earle and McKaig 
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The assembly line principle is linked 
with the right working pace.in... 
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By 
ANNA M. CHRISTIE 


Assistant Cashier. Mercantile Trust Com- 
pany, St. Louis 1, Missouri 


AN the mass production assembly 
line principle linked with syn- 
chronized working pace be applied 

to a volume operation in a bank? As, 
for example, the making up of monthly 
statements for delivery to checking ac- 
count customers. 

Before considering this specific op- 
eration, however, just what do we 
mean by mass production? Simply 
stated, it is a method whereby people 
do the same work without moving from 
their places, constantly using the same 
tools on the same machine, and with 
the material being fed to them. Mass 
production and the assembly line do 
not belong to any one special industry. 
It is a free commodity and its tech- 
nique is available to all who wish to 
use it... it is the “open sesame” to 
volume output. 

Second, what is meant by the term 
“working pace.” The words them- 
selves bring the thought of time, slow 
or fast, but it is more subtle than that. 
It is obvious, for instance, that produc- 
tivity is closely linked with coopera- 
tion. Beyond the amount of physical 
energy expended, it is the amount of 
thought and interest that is given to 
getting out the work that matters. 
Many fine systems have fallen short of 
success because of workers not being 
aware of the need for a synchronized 
speed or pace to link together the var- 
ious tasks which move large volume 
material along the line to efficient 
completion. Working pace is analogous 
to driving pace on the city streets 
where each traffic signal is synchro- 
nized to move traffic without a jam. 

With these two principles in action 
—the mass production assembly line 
method and its close ally, working pace 
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STEP 1. Files of cancelled checks are delivered to work teams in 
various departments throughout the bank 








STEP 2. The teams, each composed of about 10 people working 
under a captain, check statements against cancelled checks. 


Burroughs Clearing House 




















STEP 3. At special set-up in lobby, check bundles too large for 
envelopes are wrapped, addressed, weighed, stamped 





STEP 4, After team’s work is done, the captain “signs out” with 
Miss Christie. Unmailed statements are filed 


—a volume operation can be accom- 
plished with speed and efficiency with 
the least amount of fatigue for all con- 
cerned, and productivity reaches its 
height. 

Now let us follow these two inte- 
grated principles, as they apply to the 
task of handling the large volume out- 
put of month-end statements for deliv- 
ery to customers. A certain number of 
statements are prepared each working 
day under a monthly cycle plan, but 
many business firms operate on a cal- 
endar month basis and find it neces- 
sary to continue to receive statements 
as of the close of business on the last 
day of each month. It is this special 
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operation which will be cited here. 

The job is a highly repetitive one 
and excessive details could be very bor- 
ing, so this description will not be un- 
duly lengthy. The primary purpose is 
to illustrate the principles involved, 
which can also apply to the volume out- 
put in other departments such as 
transit, bookkeeping and proof. 

I had been in a position to observe 
more than one system of handling the 
output of monthly statements, and be- 
cause of that experience was given 
the task of designing the pattern or 
method used at Mercantile Trust Com- 
pany. It is a coordination of the best of 
several systems. Without attempting 





to compare it with the methods used 
by other banks, I believe that our sys- 
tem can be termed a successful opera- 
tion since we have reached the point of 
no overtime in carrying out the large 
operation with a minimum of error. 


HE description starts where the 

bookkeeping department leaves off. 
They have completed their final post- 
ings and delivered the statements to 
the statement department. Now for 
the first step in the assembly line pro- 
cedure. The operation has been split 
up among a number of departmental 
crews, of nine or ten workers each. 
There is a captain permanently in 
charge of each crew, and every month 
his group has the same specific assign- 
ment. The statements are separated 
into an alphabetical breakdown of the 
assignments, and delivered to the cap- 
tains of the departmental crews who 
will audit and complete them for mail- 
ing or statement counter handling. 
Also delivered to the team workers in 
the various departments throughout 
the bank are the file drawers contain- 
ing the cancelled checks. These two 
preliminary steps follow the mass pro- 
duction principle of the material being 
fed to the worker. 

The end-of-the-month “Operation 
Statement” follows a _ tightly knit 
schedule. It starts at two o’clock on the 
first working day of each month. That 
is the time agreed upon since all 
cancelled checks must be in the file 
before the operation can start. The 
file drawers of cancelled checks are 
checked off for each captain and his 
crew, and delivered by small trucks to 
the department designated. This deliv- 
ery in the aggregate takes about one 
and one-half hours. It is then the re- 
sponsibility of each captain to set his 
crew in motion. By four o’clock the 
operation is in full production. Errors 
found are recorded but not corrected, 
since this is a responsibility of the 
bookkeeping department. By five-thirty 
the last captain has “signed out” and 
all work from that end of the line is 
finished. It is the responsibility of the 
captains to make sure the finished 
statements are delivered to the mail- 
ing or proper routing departments. 

By six o’clock all is clear; this “all 
clear” includes loose ends that must be 
cleaned up, such as putting away ma- 
terials used. 

The most recent improvement has 
been the providing of suitable con- 
tainers for the statements, in the form 
of long cardboard boxes. They are 
marked with alphabetical breakdowns 
to correspond with the assignments. 
The purpose of these boxes is to assure 
the delivery of the finished statements 
from the crews to the statement coun- 
ter in alphabetical order, for ease in 
filing. The boxes have materially as- 

See MONTH-END STATEMENTS - Page 78 
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This special two-part article covers the subject 
of customer-investment assistance from two view- 
points: I. A broker’s, giving his experience in 
serving 1200 banks. 2. Country bankers’. giving 


their opinions on how far to go 


quer a 
ea 


PART I—By WILLIAM B. HUMMER 
Wayne Hummer & Co., Chicago 90, Illinois 


HE year 1931 was hardly an aus- 

picious one to start a financial 

enterprise. The bank runs were 
just beginning. Many investment 
firms were about to enter their most 
trying era. Confidence of investors 
was descending to a new low. 

In a downstate Illinois bank, an idea 
was born at, this time which seemed 
impractical to those asked for an 
opinion. 

Wayne Hummer, president of the 
bank, and George E. Barnes, trust of- 
ficer, decided to launch a new invest- 
ment. firm in Chicago which would 
specialize in handling the require- 
ments of banks and their customers. 

“This is no time to start a new 
business, least of all a brokerage 
firm,” said the sound head of a larger 
local enterprise. “Don’t do it” said a 
long-time trusted adviser in a Chicago 
bank, “the crash may have just be- 
gun.” “Frankly, I think you’re crazy,” 
said Wayne Hummer’s practical sis- 
ter. Probably no new business has 
ever been started over with 100 per 
cent enthusiasm from its friends. And 
there was admittedly great justifica- 
tion for the caution advocated at the 
outset of the Great Depression. 

An idea of strength lay behind the 
new firm, however, and it was this 
idea that carried it through the de- 
pression and upward through the 
years so that Wayne Hummer & Co. 
can now point to some 1,200 banks as 
customers as it celebrates its 25th 
anniversary. 

This idea was inspired from the 
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working banker knowledge of the 
firm’s founders. They knew that many 
banks did not know where to turn for 
comprehensive investment _ service, 
which would concentrate on the needs 
of smaller investors. 

The smaller investor’s day was be- 
ginning to dawn, but the investment 
needs of many country banks were 
not yet taken care of as the bankers 
from La Salle envisioned they could 
and should be. 

A philosophy was formulated and 
soon after the firm’s doors were 
opened in 1931 it was circulated to the 
first customers and friends. It is sig- 
nificant that the first order handled 
came from a bank which to this-day is 
one of the firm’s best customers. 

Simplicity is the essence of the 
philosophy, and it has remained un- 
changed up to the present time. 

All orders, from one share on up, 
would be welcome. Inquiries, regard- 
less of their nature or scope, would 
be invited and would be handled on 
an individual basis. Recommendations 
for investment would stress stocks of 
well-managed and financially secure 
companies in essential industries. 

Emphasis would at all times be 
placed on swift and reliable service 
for banks. No securities would be 
offered for sale by Wayne Hummer & 
Co., but the firm would instead act as 
broker or agent for customers in the 
purchase or sale of securities. 

The objective behind this philos- 
ophy was and is to provide banks and 
their investor customers with a com- 
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Founded by bankers 


pletely impartial and understanding 
investment service. 

It was hoped that the investment 
firm and the banks would complement 
each other by providing service to 
customers in a manner that would be 
mutually advantageous. 

Specifically, by handling a large vol- 
ume of orders directed to it by banks, 
the firm would be able to justify 
higher expenses and to accommodate 
its customers in the manner expected 
and required. It would service its ac- 
counts in a way that could not be 
possible if relatively few, but larger, 
accounts were emphasized in the 
firm’s operations. 

Similarly, in return, the bank would 
benefit by directing its orders to the 
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Burroughs Clearing House 











The smaller investor should go to you tor counsel. 


of his savings, source of his credit, financier of 
his community. 
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HOW WE AID YOUR SANK 


TO AID YOUR DEPOSITORS 





Specialized investment service for bank: has been 
Wayne Hummer & Co.'s business for more than two 
decades. More than 1,000 banks use our services. 
Many others refer depositors to us. 


CONFIDENCE is the reason 

Wayoe Hummer & Co. never solicits or calls your 
customers without your permission. We do not buy 
securities to sell to others but instead maintain a strict 
brokerage service. Our recommendations are impar- 
tial It is as easy to call us to talk about securities as 
it is co call home. 

Above all: Wayne Hummer & Co. recognires that each 
individual and each bank has separate needs and re- 










To you, of course—to you, his banker. .. guardian 


investors in the selection of securities. 





ments by providing service not found elsewhere. 


Mail inquiries flow into our office every day . . . in- 
quiries on matters ranging from obsolete securities to 
reviews of security portfolios, from opinions on pros- 
pects for the market to recommendations on bonds 
One of our partners is a leading tax authority and we 
are prepared to assist on tax problems arising out of 
security holdings and transactions. To those who re- 
quest it we send our bi-weekly market lemer to keep 
them better informed on investments. 

The partners in Wayne Hummer and Company are 
veterans in banking and investments. Our daily work 
is with banks in guiding their depositors in the build- 
ing of a second income and sizeable estates through 


You can build goodwill for your bank and earn the — Sound advice builds more than goodwill. It confirms 
investor's gratitude by helping him. All our services the banks position as an institution which is as unique 
are at your disposal. We can broaden your help to ass it is indispensable... a public-minded institution 


FOUNDED AND ADMINISTERED BY MEN 
WHO KNOW BANKING AND FINANCE 


quirements. The firm strives to meet these require- ownership of securities. 


Warten C. 


Revidens Mow Vert Pertnar, Worse Wenner & Co. 
Momber of New Yor Stack Exchonge anne 1025 
































ready to help customers in every possible way. 


WAYNE HUMMER & CO. 
was born in depression... 
carried on through war 
.. has grown with the 


bankers of the midwest. 


4. WHAM LAWLOR 
menaging Portes, Winans bron ofc be 
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Outlining a specialized investment service tailored for the country bank and its customers 


new firm because its customers as well 
as the bank would obtain services spe- 
cially designed for them. 

These included: furnishing of spe- 
cially-designed forms for banks to 
expedite the handling of security 
transactions and the saving of clerical 
work and expense; a Personal Secu- 
rity Record Book for bank customers 
sending of a bi-weekly Bank Bond 
Comment letter containing informa- 
tion on government and municipal 
securities, government finance and 
other subjects of interest to bankers, 
and also mailing of a bi-weekly stock 
market letter; prompt handling of in- 
vestment inquiries of bank customers; 
instant cooperation in any unique 
bank investment problem. 

“In the early years the going was 
rugged,” recalls President Hummer. 
“A large number of banks kept in con- 
tact with us, but most people didn’t 
have funds for investment and those 
who did lacked confidence.” 

The resurgence of the war years 
brought the nation out of its depres- 
sion stupor and many people formed 
the habit of purchasing savings bonds, 
thus accustoming themselves to the 
principle of investment. 

“It was in the years following the 
war that our vision first really began 
to be fulfilled,’ President Hummer 
notes. “In the late 1940s, you could 
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sense the increasing number of 
smaller investors who were buying 
stocks for the first time. 

“As the economy accumulated its 
amazing force in the past decade, 
more and more people became aware 
of the advantages of investing in 
leading American enterprises for the 
long-term. In the smaller communi- 
ties, they have gone mostly to their 
banks, and properly so. 

“We have continued throughout all 
this time to encourage the banks to 
send us their questions and have tried 
to emphasize our first responsibility 
of serving them in all matters re- 
lating to investments.” 


AYNE Hummer takes’ some 

pleasure in observing that his 
father, who as president owned control 
in the La Salle National Bank, La 
Salle, Illinois, 75 years ago, might 
have taken a dim view of his son’s be- 
coming a stockbroker. In the early 
years of the century, at least, prevail- 
ing banker opinion of brokers was not 
always cordial. 

The firm of Wayne Hummer & Co. 
proves that is no longer so. Partners 
of the firm realize that banker con- 
fidence is the one big reason for its 
success, and believe this confidence is 
built on reliability in all reeommenda- 
tions and transactions as well as on 


the practice of no customer solicita- 
tion without specific request. 

Thanks partly to Stock Exchange 
supervision and federal and _ state 
regulations, the solvency record of 
member firms of the New York Stock 
Exchange is almost 100 per cent. All 
firms answer at least three financial 
questionnaires each year, and one is 
based on an unannounced surprise 
audit by certified public accountants. 

In addition, every member firm 
must maintain at least $1 of liquid 
capital for every $20 of liabilities. In 
the case of Wayne Hummer & Co., 
capital at the last statement date was 
about $400,000 in excess of minimum 
Exchange requirements. 

The firm now has six partners. 
Wayne Hummer was a banker of wide 
experience and a past president of the 
Illinois Bankers Association and the 
Illinois Chamber of Commerce before 
the firm was founded. George E. 
Barnes received his early banking 
training at the La Salle National Bank 
and was the bank’s first trust officer. 
He is now the 1956 chairman of the 
Midwest Stock Exchange and a di- 
rector in the Suburban Trust and 
Savings Bank in Oak Park, Illinois. 

In New York, the firm is repre- 
sented on the floor of the New York 
Stock Exchange by its resident part- 
ner there, Walter C. Douglas. He has 
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been an Exchange member since 1927. 

Other partners include: Harry A. 
Baum, considered one of the best in- 
formed men on La Salle Street on 
investments, a former president of the 
Chicago Association of Stock Ex- 
change Firms and Governors, and 
vice-chairman of the executive com- 
mittee of the Midwest Stock Ex- 
change; J. William Lawlor, managing 
partner of the Wisconsin’ branch 
offices in Appleton and Sheboygan; 
and George R. Becker, an authority 
on accounting and other procedures 
for brokerage firms. 


Three of the firm’s registered rep- 
resentatives have had 25 years of 
experience in serving banks. Raymond 
C. Leimbacher, manager of the stock 
department, and F. Girard Schoettler, 
manager of the bond and unlisted de- 
partments, are known to hundreds of 
bankers throughout the country. R. 
Bernard Brand, manager of the She- 
boygan office, handles many Wisconsin 
bank accounts. All have specialized in 
working closely with bankers on in- 
vestment matters. 

The firm’s growth as “security cor- 
respondent” for banks has been con- 
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stant. In fact, for each of the past 10 
years an increasing number of banks 
throughout the country have contacted 
Wayne Hummer & Co. 

For this the firm’s partners credit 
a rising desire by the public to own 
stocks and share in the economy’s 
growth; confidence by banks in the 
investment industry; and above all, 
much greater willingness and even 
enthusiasm by bankers in assisting 
their customers—and the general pub- 
lic—to invest in stocks, thus helping 
them to build a supplementary income 
and better estate. 


PART Il—Country Banker Opinions on Assisting Investors 


BOUT a year ago a prominent in- 
A vestment broker presented a 
strong case for increased banker 
activity in guiding individuals in their 
personal investments—particularly as 
to common stocks. 

Speaking at a Missouri Bankers As- 
sociation convention, Gerald M. Loeb, 
partner, E. F. Hutton & Company, 
New York City, contended that mass 
investment in stocks is highly desir- 
able from an individual and a national 
standpoint, and that in many smaller 
communities the responsibility for 
broadening the base of equity owner- 
ship must primarily rest with the 
country banker. 

How do the country bankers them- 
selves feel about this somewhat con- 
troversial subject? To find out, the 
editors of Burroughs Clearing House 
wrote a number of them and received 
replies ranging from distinctly nega- 
tive to qualified to directly affirmative. 

Following is an analysis of the re- 
plies, covering the three major ques- 
tions raised. 

1. How qualified are country bank- 
ers to serve as investment advisors? 

Here there was a distinct variance 
of opinion. Strongly on the negative 
side was F. W. Thomas, president, 
Washington Loan & Banking Com- 
pany, Washington, Georgia, who stat- 
ed: “Personally, I feel that no country 
banker is qualified to recommend any 
investments for customers, other than 
U.S. Government bonds, and under no 
circumstances should he recommend 
any common stocks, for the reason 
that the average country banker does 
not have the time to study the differ- 
ent stocks, and I feel that this should 
be left entirely to a reliable broker.” 
In agreement with this is another 
Georgia banker, G. M. Bazemore, pres- 
ident of the First National Bank in 
Waycross, who declared :“In my opin- 
ion it is a very rare thing to find a 
country banker who is qualified to 
serve as an investment counselor for 
his customers.” 





38 




















H. K. SNYDER 





L. C. LUNDGREN 











G. H. NEILL 


Among small-town bankers who answered the survey questions 


While he does not think that coun- 
try bankers are fully qualified to serve 
as professional investment counselors 
to their customers, Geo. H. Neill, pres- 
ident, The First National Bank, Sono- 
ra, Texas, pointed out that in the 
smaller community the banker must 
advise with his clients on all phases 
of community life, “from babies to 
bonds,” and he added that the invest- 
ment of surplus funds is a most vital 
phase. 

Leslie C. Lundgren, cashier of the 
Citizens State Bank of Mount Morris, 
Illinois, frankly stated that it is a 
problem with which the bank would 
rather not be confronted. However, he 
acknowledged that in a small village 
the sources of investment knowledge 
are rather limited and that it is only 
natural for customers to rely on their 
bank. “The advice the banker gives 
may not be too good,” Mr. Lundgren 
added, “but I believe it is infinitely 
better than the curbstone variety 
which is about the only other source.” 

And in the opinion of J. C. Welman, 
president, Bank of Kennett, Missouri, 
“it is proper and desirable for coun- 
try bankers to advise and counsel with 
their customers in connection with the 
purchase of stocks, bonds and securi- 
ties.” 


2. If advice on investments is prof- 
fered, what procedure should be fol- 
lowed in doing so? 

Here again, there was a variety of 
opinions. The First National Bank in 
Waycross has adopted the policy of 
making no recommendation whatso- 
ever to its customers. “We feel that if 
we should recommend a certain com- 
mon stock and the market should break 
on it, in most cases our customers 
would believe that we intentionally 
steered them wrong,” stated President 
Bazemore. “It is our policy here to 
handle all such requests through our 
city correspondents. They are best 
qualified to assist us in serving our 
customers, as most city banks have 
well-trained staffs to handle this 
work.” 

An Illinois banker, who prefers to 
remain anonymous, first thoroughly 
discusses with the client what his 
needs are, and then usually refers him 
to some investment service rather 
than to a broker. “My personal ex- 
perience has been that brokers don’t 
give the kind of recommendations rel- 
ative to stock purchases and sales that 
I personally like,” this bank president 
asserted. “I think they are biased by 
the fact that they will collect a com- 

See INVESTMENT ADVISERS - Page 79 
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The Desert States 


Old Republic 


Life Insurance Company 


In the colorful Desert States mankind stands poised 
on the brink of the future. Here strong men and 
women first wrested survival from inhospitable soil 
and rugged mountains. Their sons built flourishing 
cities, defied the desert to unearth wealth and make 
wasteland fertile. Today, amid reminders of a storied 
past, men dynamically use modern techniques in irri- 
gation, mining, agriculture, construction. And in iso- 
lated areas daring scientific minds probe the un- 
known, seeking the face of the future. 
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The venturesome spirit of hardy pioneers lives on in 
the Desert States. At the core is the close-knit rela- 
tionship between families, homes and financial insti- 
tutions. Here, as in all America, both instalment 
credit institutions and their customers benefit from 
Old Republic’s complete line of credit life, accident 
and sickness insurance. A phone call, wire or letter 
will bring the man from Old Republic with details. 
Address Old Republic Life Insurance Company, 307 
North Michigan Avenue, Chicago 1, Illinois. 
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iT’S NO LONGER THIS... 


ts THIS... 


In keeping with the modern trend, 
and in consideration of the fact that 
most bank vault custodians today are 
young women, Herring-Hall-Marvin 
has taken the drudgery out of the 
daily task of opening and closing the 
massive door to the safe deposit 
vault. 

In the H. H. M. “5-Star’’ Bank 
Vault Entrance, now in successful 





operation by banks and savings and 
loan associations throughout the 

U. S. A., a push of a button starts a 
cycle of operation that: (1) withdraws 
the locking bolts; (2) releases the 
pressure system; (3) swings the door 





open; (4) lowers the foot bridge. To 
close the door the operation is exactly 
the same, in reverse. 


No longer, in modern elevators, need the operator shout, ‘What 
floor, please? Watch your step, please!” In fact, no operator. The 
photo shows the control panel in a modern push-button controlled 
elevator designed, built and installed by the Elevator Division of 
Westinghouse Electric Corporation. 
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This revolutionary improvement obsoletes all manually-controlled 
vault entrances. If there’s a new vault entrance in your bank’s 

future, write now for detailed information about the first and ONLY 
bank vault entrance with PUSH-BUTTON CONTROL. 


HERRING*HALL*MARVIN SAFE COMPANY 
Hamilton, Ohio « BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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More friends because we help more people 
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WASHINGTON VIEWPOINT 








Rival Merger Bills 
May Bring Stalemate 

As Congress presses for adjourn- 
ment, the by-word is that “anything 
can happen” and it is foolishness to 
try to predict the closing days’ events. 
This is particularly true of the bank 
merger legislation movement. How- 





LEE P. MILLER 


Presents A.B.A. viewpoint 


ever, having made the alibi in advance, 
this observer will take a long shot and 
offer a guess that the bank merger 
bills will be put over to next year. 

Note that the phrase “bank merger 
bills” is put in the plural. That, funda- 
mentally, is the problem. There are so 
many of them that it seems impossible 
to straighten out the jurisdictional 
problems that they raise, let alone the 
principles involved. For the purposes 
of this story, let’s leave the jurisdic- 
tional problems to the Congressional 
committee chairmen involved and see 
if we can straighten out the principles. 

Fact No. 1 is that the bank holding 
company law (Spence-Robertson Act) 
hung pending until the President 
signed it May 9. Until that day, House 
Banking Committee Chairman Spence 
refused to give any consideration to 
bank merger legislation on the simple 
and solid ground that it makes no 
sense to repair a small hole in the roof 
while the big one remains wide open. 
He insisted on concentrating energies 
on the holding company bill. 

Fact No. 2 is that the Administra- 
tion had a difficult time, and did not 
succeed, in harmonizing on a bank 
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By JOHN DONOGHUE 


Washington Correspondent 


merger bill. The bank supervisory 
agencies and the Bureau of the Budget 
were together in recommending a bill 
that would place the supervision and 
control of bank mergers within the 
powers of the bank supervisory agen- 
cies. However, the Attorney General 
dissented from this plan, insisting that 
he should have authority to say yes- 


or-no on a proposed bank merger from | 


the standpoint of the Clayton Act, 
which condemns mergers having a 
tendency toward monopoly. These ar- 
guments were carried to Congression- 
al hearings. 

The American Bankers Association 


sided with the bank supervisory agen- | 


cies; Lee P. Miller, chairman of the 
A.B.A. Committee 
islation and president of the Citizens 


on Federal Leg- | 


Fidelity Bank and Trust Co., Louis- | 


ville, Kentucky, is shown (left) telling 
the Senate Judiciary Committee that 
the nation’s banks are against vesting 
the say-so on bank mergers in the 
Department of Justice. The Federal 
Trade Commission got into the act, 
siding with the Attorney General. 
The House passed the Celler bill, 
reflecting the Attorney General’s view- 
point. Its effect would be to apply the 
restraints of Sec. 7 of the Clayton 
Act to asset acquisitions as they now 
apply to stock acquisitions. In hear- 
ings before a Senate Judiciary Sub- 


committee, the Independent Bankers | 


Association broke with the A.B.A. by 
offering unequivocal support of the 
Celler bill, then being considered. 

The momentum of these events 
caused the Senate Banking Committee 
to count its chips. Here was a vital 
banking issue being stolen away. 
Chairman Fulbright and the senior 
Republican, Sen. Capehart, were 
prompt to introduce and call hearings 
on the Administration measure lodg- 
ing control of bank mergers in the 
bank supervisory agencies. 

It would be an overstatement to say 
that the Senate Banking Committee 
hearings established a record fully 
overcoming the momentum that the 
Celler bill had already acquired. How- 
ever, there was a retreat by the Jus- 
tice Department spokesman, Judge 
Stanley N. Barnes, conceding that the 
Attorney General would agree to leave 
final disposition in the hands of the 
bank supervisory authorities, provided 
that the Attorney General would be 
given a chance to have something to 
say about the monopoly factor before 





a merger is permitted to become final. 

As now seen, the issue has been 
tossed in the air, and probably won’t 
come down to a legislative landing 
before Congress adjourns. This is ex- 
actly what the A.B.A. wants, for the 
intervening months before the con- 















ABOUT YOUR 
CONFIDENTIAL PAPERS? 


Wow YOU CAN 
DESTROY THEM 


IN SECONDS! 





The “Silver Executive Automatic'"—the 
only automatic shredding machine on the 
market—destroys papers safely because 
it's self-feeding! Simply load it and turn 
it on... your confidential papers are 
destroyed quietly and quickly. Typewriter- 
size, compact, portable. Attractive gray 
crinkle finish. 10-day free trial on any size 
shredder. Write for literature describing 
the only complete line 
of paper shredders— 
both disc and reel 


models, 
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vening of the 85th Congress next Jan- 
uary will provide opportunity for 
working out some of the complex is- 
sues involved. 


* a 


Savings and Loans Oppose 
F.S.L...C. Reorganization 

President Eisenhower’s Reorganiza- 
tion Plan No. 2 of 1956 caught the 
savings and loan industry with its 
guard down, but like the U. S. Navy 
after Pearl Harbor, the savings-loan- 
ers came back shooting. 

The object of the plan is to carry 
out recommendations by the Comp- 





troller General and the Hoover Com- 
mission that the activity of the Fed- 
eral Home Loan Bank Board in 
promoting the organization and well- 
being of Federal savings and loan 
associations ought to be set apart 
from the stern obligations of the Fed- 
eral Savings and Loan Insurance Cor- 
poration. So much like Pooh-Ba, whose 
multiple executive duties over an in- 
dividual left him in a quandry whether 
to reward him or to hang him. 

The plan becomes effective July 16 
unless one House of Congress knocks 
it down by a recorded majority vote 
of all its members. This is a formi- 
dable requirement, for it places every 





Banker’s Hours... 


Outside, the city is silent...and another “day” 


begins for the Night Transit crew. Efficient transit 


operation is an important link in the chain of com- 


plete correspondent services of The First National 


Bank of Miami. Whenever you require facilities for 


clearing and collection, exchange of credit infor- 


mation, safekeeping and custodian service or 


foreign financial services with particular reference 


to Latin America, look first to The First National. 


@ Founded in 1902 


@ Complete Banking 
& Trust Services 


@ Se Habla Espafol 








ie eiesyl 
WRO-WULONI-NE 
Bank ot Miami 


e) Q| 
= 


101 EAST FLAGLER STREET, MIAMI, FLORIDA 


MEMBER: FEDERAL RESERVE SYSTEM — FEDERAL DEPOSIT INSURANCE CORPORATION 
BANKERS ASSOCIATION FOR FOREIGN TRADE 


AA 








legislator who votes against the plan 
in the position of opposing the Presi- 
dent and blocking the Hoover Com- 
mission’s recommendations. 

Meanwhile, the House Banking 
Committee, with the aid of savings 
and loan industry lawyers, worked out 
an alternative solution. An amend- 
ment tacked on to the 1956 housing 
bill would call for a comprehen- 
sive study of the manner that the 
F.H.L.B.B. and the F.S.L.1.C. operate 
in tandem, compared with the prospect 
of a more clear-cut operation side-by- 
side as proposed by the President. 
Meanwhile, the effective date of the 
Reorganization Plan would be sus- 
pended. 

The arguments on both sides are 
fairly simple. In favor of the plan to 
split the agencies — in fact, to restore 
the design of two decades ago — is the 
successful juxtaposition of the Fed- 
eral Deposit Insurance Corporation 
with the Comptroller of the Currency. 
The reorganization plan follows the 
F.D.1.C.-Comptroller pattern by mak- 


| ing the chairman of the F.H.L.B.B. 








an ex-officio trustee of the F.S.L.I.C. 
Against the plan is the argument that 
savings and loan associations are 
much more homogeneous than banks, 
and efficiency is served by holding 
their supervision within a small orbit. 
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Treasury Defends 
Bankers’ Financing Ideas 

A House Government Operations 
Subcommittee held two days of fruit- 
less hearings early in June in an ef- 
fort to determine whether bankers and 
other financial men garner “inside 
dope” as a result of being members 
of the Treasury’s various financing 
advisory committees. Probing ques- 
tioning brought out no evidence that 
any such advantage accrued to the 
representatives of commercial banks, 
mutual savings banks, investment 
banking houses and insurance com- 
panies. 

For the Treasury, Undersecretary 
W. Randolph Burgess characterized 
the consultations as the kind of mar- 
ket survey that anybody would make 
who has something to sell. “The bank- 
ers and dealers, whose representatives 
we consult, are not simply important 
markets for our securities, but they 
are also the principal salesmen,” Dr. 
Burgess said. 

The four principal consulting com- 
mittees are by no means the only 
sources of information tapped by the 
Treasury, he said. It was brought out 
by the various witnesses that no group 
trades ideas with any other group, and 
all members are impressed with the 
importance of keeping their counsel 
confidential — not with the idea that 
somebody might make some money, 
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fatherless-but not homeless 


eee thanks “oO 
a farsighted bank! 








What a relief that foreclosure wasn’t necessary. What 
satisfaction to know that you saved a home for a fatherless child. 
And what a great forward step in community relations. 





Federal’s Mortgage Life Insurance is solving these difficult 
- problems every day for more and more banks. Customers like 


Federal’s Mortgage Insurance because of its complete 




















. \ fT BP yo protection at low cost—just a few cents per day added 
aN ite to their monthly mortgage payment. 
‘~~ . ‘a Banks like the Federal Plan because it is so 

Pas “ y a £ simple, so flexible. It was designed by 
a. a. 7 ~ bankers for bankers from almost 50 years of 
\ experience in the personal protection field. 


. . . Why not make the Federal Plan available 

io your customers. Write Today For Complete Infor- 
mation and Portfolio on Both Federal’s Mortgage 
Plan and Credit Life and Disability Program. 





fff a dh p ; Complete Credit Life & Disability 
? f Plans Also Available for Your 
| Installment Loan Department. 


Federal Offers You: 


A Custom Designed Plan 
based on a careful study of 
your operations. 





Proven Customer Appeal. 


Simplified Streamlined 
Procedure. 


Complete Flexibility includ- 
ing Health and Accident 
coverage. 

Prompt Service. 


All Promotional Tools. 


HIGHEST RATING 


See Best’s and Dunne’s for 
reasons why Federal enjoys 
their unqualified recom- 
mendation. 
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but to avoid a condition where an un- 
successful Treasury financing opera- 
tion would lead to blameful remarks. 

Dr. Burgess said that the private 
financiers’ advice was particularly 
useful in determining the maturity 
features of an imminent financing 
operation. Thus, the mutual savings 
bankers, investment bankers and in- 
surance men are qualified to point out 
where funds would be available to sup- 
port a medium or long term issue, 
while the commercial bankers are in 
close daily touch with the short-term 
market. 

While all the advisory groups pre- 
sent ideas as to the interest rate that 


would be appropriate to their recom- 
mended issues, the witnesses agreed 
that the market “writes the rate,” and 
the precise rate is decided by the Sec- 
retary only a few minutes before the 
public announcement of the terms of 
a forthcoming issue. 

Procedurally, the Treasury’s meth- 
od of announcing a financing opera- 
tion is to telephone a list of financial 
reporters just a few minutes in ad- 
vance of the announcement. After 
some experience with this, and with 
the knowledge that a maturing issue 
must be refinanced shortly, reporters 
are able to judge within a day or two 
when such an announcement is to be 











Quickest Collection 
for Your Grain Drafts 








Grain drafts move swiftly at 
4 Commerce Trust. There is 
4 no delay ... immediate pre- 


Throughout the nation’s wheat, 
corn, cotton, soybean and rice 
producing areas, more and more 
correspondent banks are finding 
grain draft collection at Com- 
merce Trust especially profitable. 


Route your items “18-1.” 


(Commerce [rust Ompany’ 
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made. At such times, there is an espe- 
cially acute interest in watching the 
comings and goings of Undersecretary 
Burgess. The summons to a “back- 
ground press conference” usually 
comes as afternoon shadows begin to 
lengthen, following the closing of the 
principal markets. 

The witnesses at the Congressional 
hearing all stated that they had never 
any idea of what would eventually 
come out until the reporters at the 
background press conference dashed 
for their news-ticker telephones. This. 
they said, is because among the four 
groups there are always four diver- 
gent, independent recommendations. 

The House committee which held 
the hearings is unlikely to press the 
matter against the banking groups. 
Its main interest lies in the conflict- 
of-interest question relating to the 
dollar-a-year men loaned by industry 
to the Government under the terms of 
the Defense Production Act. 

The banker witnesses at the hearing 
were Robert V. Fleming, board chair- 
man of the Riggs National Bank, 
Washington, D.C., former president 
of the American Bankers Association 
and for years the chairman of the 
A.B.A. Government Borrowing Com- 
mittee; William H. Harder, vice-pres- 
ident of the Buffalo (New York) Sav- 
ings Bank, speaking for the National 
Association of Mutual Savings Banks; 
and Emil J. Pattberg, representing 
the Investment Bankers Association. 


Cumulative Voting 
For Bank Directors 

This bill, passed by the Senate last 
year and dormant in the House during 
the current session, has suddenly come 
to life. If it doesn’t achieve House 
passage this year, its chances in 1957 


| are regarded as more favorable than 





| ever before. 


The effect of the bill is to abolish 
the practice of cumulating shares at 
stockholders’ meetings. Currently a 
minority stockholder can force his 
election to the board of directors of 
a national bank. It is of historical rec- 
ord that the cumulative voting feature 
was lobbied into law by the late A. P. 
Giannini, who sought a place on the 
board of a large New York bank. As it 
worked out, however, the ability of 
a minority stockholder to “shoot his 
way” into the board room of a me- 
dium-size or small bank has caused a 
great many complaints about “leaks” 
of confidential bank information as 
well as other items of unpleasantness. 

The pending bill would abolish the 
cumulative voting practice in national 
banks, except where an_ individual 
bank, by amending its articles of as- 
sociation, decides to retain the plan. 
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Today’s farmer must keep a good business eye on 
close margins. Just how much money he makes 
depends very importantly on his purchase and use 
of modern farm equipment. 

Farm equipment by International Harvester is 
designed, built and sold to help the business-like 
farmer make money. 

The IH corn picker you see here proves the 
point. It helps the farmer pick more, faster, more 
efficiently. It reduces his field time and cuts his 
need for help. As a result, his production costs 
come down and his profit goes up. 

Because of its ability to do the job, International 
Harvester farm equipment is well respected as 
bank paper. Farm community bankers have found 
it good business to talk to the IH dealer near them. 
He is always glad to explain the profit side of 
power farming —to farmers and bankers! 
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When your business is World-Wide : 
depend on the complete Foreign Services of , 
First National Bank in St. Louis ! 


At First National we maintain a close working relationship with 1,200 
time-proved correspondents throughout the free world. You'll find this 

direct bank-to-bank contact speeds and simplifies transactions for you qeeyyet 
ne hee se il a 


Export collections, commercial letters of credit, foreign remittances, siennecanice 
foreign exchange, acceptance financing and credit information are only 


a few of the many foreign services available to you at First National. THE Fl RST 
We'd like to tell you more about our world-wide network of corre- NATIONAL BANK 
spondents, our facilities and experience in all phases of foreign trade IN ST.LOUIS 


and every type of foreign transaction. 


The next time one of our representatives calls on you or the next time 
you’re in St. Louis, let’s talk over the many ways First National’s 
foreign and other correspondent services can benefit your bank. 
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FREE BOOKLET, “Sincerely Yours” lists 25 ways First National's correspondent Ki Hl Member Federal Deposit 
services can help you. For copies write to First National Bank in St. Louis, St. Louis 2, Mo. Insurance Corporation 
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THE PERSONALITY SPOTLIGHT 








Detroit will soon have its second bil- 
lion dollar bank following stockholder 
approval next month of the long- 
anticipated plan to merge The Detroit 
Bank ($840,000,000 assets), Detroit 
Wabeek Bank and Trust Company 
($187,000,000), and two suburban in- 
stitutions, The Birmingham National 
Bank ($40,000,000) and the Ferndale 
National Bank ($16,000,000). 

Total resources of the resulting De- 
troit Bank and Trust Company will be 


slightly under $1,100,000.000, total 
capital funds will exceed $60,000,000, 
and the consolidated institution will 


have 52 offices. 

One advantage of the merger will 
be the joining of Detroit Wabeek’s 
extensive trust business to the large- 
scale commercial and savings business 
of The Detroit Bank, which does not 
have a trust department. 

Chairman of the board of the new 
institution will be one of the nation’s 
best-known bankers, Joseph M. Dodge, 
whose leadership qualities have been 
in heavy demand. Besides being board 
chairman of The Detroit Bank, he is 
currently serving as special assistant 
to President Eisenhower and chairman 
of the Council on Foreign Economic 
Policy, from which post he is resign- 
ing. He has president of the 
Michigan Bankers Association, Amer- 


been 


ican Bankers Association, and Associa- 
tion of Reserve City Bankers. 

Slated to be president of the con- 
solidated bank is Raymond T. Perring, 
51, who currently holds that title at 
The Detroit Bank. In a recent feature 
story appearing in “The Detroit News,” 
Mr. Perring was hailed as a fine ex- 
ample of a banker of the new school— 
friendly, gracious, and genuinely inter- 
ested in people. “This interest,” the 
newspaper noted, “is best exemplified 
by the fact that he devotes a large 
measure of his time to active partici- 
pation in the affairs of some 40 busi- 


ness, civic, cultural and charitable 
organizations.” With The Detroit 
Bank since 1928, Mr. Perring had a 


thorough background of experience 


in both the loan and investment func- 


tions before being elevated to top 
management. 

Other principal officers of Detroit 
Bank and Trust will be: Selden B. 


Daume, vice-chairman of the board: 


Charles H. Hewitt, executive vice- 
president and director; Herbert H. 
Gardner, senior vice-president and 


director: Milton J. Drake, Clarence 
J. Huddleston and William J. Thomas, 
senior vice-presidents. 

At The Detroit Bank, Mr. Hewitt 
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From left: 











WILLIAM J. THOMAS, CHARLES H. HEWITT, HERBERT H. 


GARDNER, MILTON J. DRAKE, CLARENCE J. HUDDLESTON, RAYMOND T. 
PERRING, JOSEPH M. DODGE, SELDEN B. DAUME 


Principal officers of Detroit’s second billion dollar bank 


is executive vice-president, Mr. Drake 
is vice-president. Mr. Daume is presi- 
dent of Detroit Wabeek, Mr. Hud- 
dleston and Mr. Thomas are executive 
vice-presidents. Mr. Gardner is presi- 
dent of The Birmingham National, 
president and board chairman of the 
Ferndale National. 


+o 


One of banking’s most eminent pub- 
lic figures, Jesse H. Jones, died last 
month at the age of 82. Board chair- 
man of the National Bank of Com- 
merce in Houston, he was also news- 
paper publisher, owner of three of the 
city’s largest hotels, and had extensive 
property holdings throughout the 
country. But he best known 
nationally as former Secretary of Com- 
merce, and head of the Reconstruction 
Finance Corporation for 13 years. He 
began life as a Tennessee farm boy and 
had only a fifth-grade education. 

At the annual convention of the 
American Institute of Banking held last 
month in Dallas, a_ resolution was 
passed in honor of Mr. Jones. In 1948 
he had set up a fund to underwrite the 
A.I.B.’s debate program. 
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With the opening of its new Los 
Angeles main office at 556 S. Spring 
Street, the statewide First Western 
Bank and Trust Company has been 





placed on a North-South division basis. 

The Los Angeles main office, in the 
heart of the Los Angeles financial dis- 
trict will serve as administrative head- 
quarters for Sothern California in addi- 
tion to providing complete banking 
facilities. 

J. Arthur Taylor, vice-chairman of 
the board and senior executive in 
Southern Cali- 
fornia, will make 
his headquarters 
at the new office 
and head the 
southern divi- 
sion. His admin- 
istrative staff in- 
cludes Les Allen, 
executive vice- 
president; 
Henry Court, 
Harry F. Smith, 
and Irwin D. 
Wright, vice- 
presidents; William B. Arnold, vice- 
president and trust officer. Assistant 
vice-presidents include Richard F. 
Bradley, Don F. Hum, Mel H. Joesting 
and Alexander F. Smith. 

At San Francisco, H. O. Johnson, 
executive vice-president, will supervise 
the northern division. 

Five new vice-presidents are among 
the recent promotions at First West- 
ern. They include Theodore W. 
Steiger, William H. Pratt, Jules A. 


J. A. TAYLOR 
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Hahn, Harry A. Bruno and Orville F. 
Emerson. 

Neville C. Luhmann and William F. 
Leeka have been advanced to assistant 
vice-presidents. Named assistant cash- 
iers are A, G. Fitch, C. W. Waterbury, 
J. C. Austin, F. H. Foster and G. A. 
Deering, Jr. 


° 

To a St. Louis banker, Tom K. 
Smith, board chairman of the Boat- 
men’s National Bank, goes major 


credit for leading a citizens group to 
a smashing election victory in a second 
effort to modernize the city charter, 


over the opposition of professional 
politicians. 
Upon the recommendation of the 


past winners of the annual St. Louis 
Award, the city’s top civic honor, 
Mayor Raymond R. Tucker appointed 
Mr. Smith as chairman to organize the 
St. Louis Citizens Charter Committee, 
which in turn would select and support 
independent candidates for a Board of 
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Congratulations well earned 


Freeholders which will rewrite the 
city’s out-dated charter. Six years ago 
this proposal was easily defeated by 
an alliance of both political parties. 
This time, however, the Charter Com- 
mittee formed by Mr. Smith elected 
all of its candidates to the 13 places on 
the Board of Freeholders. 

Mayor Tucker is shown above (at 
left), congratulating Mr. Smith on this 
complete triumph. The noted banker, 
a former president of the American 
Bankers Association, won the first St. 
Louis Award in 1932 for his leadership 
of a Citizens Committee on Relief and 
Unemployment, and his long list of 
civic contributions dates back to the 
Liberty Loan drives of 1917-18. 


5 


Robert B. Arnold has been named 
president of The Canadian Bank 
Commerce (Cali- 


of 


fornia), which 
has its head 
office. in San 


Francisco and a 
branch in Los 
Angeles. He suc- 
ceeds George 
Smith, who has 
retired to British 





Columbia. 
Mr. Arnold 
has been. with R. B. ARNOLD 


the parent Cana- 

dian Bank of Commerce organization 
since 1922, and immediately prior to his 
new assignment was manager of the 
office in Seattle, Washington. 


° 


A former vice-president in charge oi 
finance for the New York Central Rail- 
road System has become president of 
the $160,000,000 Excelsior Savings 
Bank, New York City. He is Willard 
F. Place, who joined the bank last 
September as executive vice-president. 
and who now succeeds Francis §&. 
Bancroft, president since 1949. Mr 
Bancroft has been elevated to chair- 
man of the board. 

Moving up to the executive vice 
presidency is John P. Billhardt, for 
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merly vice-president and_ treasurer. 
E. Ames Bleda has been elected to the 
latter offices, and Margaret M. Reilly 
has been made secretary. 


4 


At the First Wisconsin Trust Com- 
pany, Milwaukee, George B. Luhman 
has become chairman of the board 
after serving as president since 1928, 
and Vice-President John M. Nuzum 
has been promoted to the presidency 
and will take over major responsi- 
bility for the trust firm’s operations. 

Phillip P. Nolte has been advanced 


from vice-president to executive vice- 


president. Catherine B. Cleary, vice- 
president, will also serve as secretary 
of the board and executive committee. 


° 


In an important staff expansion of 
the growing National Association of 
Bank Auditors and Comptrollers, Dr. 
F. Byers Miller, Dean, School of Busi- 
ness Administration, University of 
Richmond, has been appointed execu- 
tive director while Darrell R. Cochard 
has been elevated to the new position 
of executive vice-president. 

Effective September 1, 
will assume 


Dr. 
the administrative 


Miller 
duties 





AILERONS 
FOR AFRICA, PERHAPS 


Or control columns for Chile, undercarriages for Uruguay, or 


pitot heads for Portugal. 


Although they are a relatively small 


part of the picture, aircraft and aircraft parts do help to make 
Canada the world’s fourth largest exporting country. Keeping 
a finger on the pulse of Canada’s ever-growing business and 
industry has long been an important role of Imperial Bank of 


Canada. 


So, if you are contemplating business in, or with, 


Canada, write on your business letterhead to the Superintendent 
of Foreign Business, Imperial Bank of Canada, Head Office, 


Toronto 1, Ontario. 


Your request for information will be dealt 


with promptly and in complete confidence. 


IMPERIAL 


BANK OF CANADA 


BRANCHES TO SERVE YOU COAST TO COAST IN CANADA, 
AND CORRESPONDENTS THROUGHOUT THE WORLD 
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D. R. COCHARD 
NABAC executive 


DR. F. B. MILLER 


staff expansion 


of the association’s headquarters, and 
Mr. Cochard will focus his attention 
primarily on matters of policy and 
future NABAC development, along 
with his present liaison work with 
allied associations and _ supervisory 
authorities. 

Dr. Miller has been a member of the 
University of Richmond faculty since 
1941, and was named to head the busi- 
ness administration school when it was 
established in 1949. He has served as 
consultant on management problems 
for various business organizations, and 
has written numer- 
ous articles 
management. 

Another addition 
to the NABAC 
staff is Walter F. 
Stift, who has had 
35 years of banking 
experience, and will 
serve as an assist- 
ant in the associa- 
tion’s technical division. He comes 
from the National Bank of Hyde Park, 
Chicago, where he was a vice-president. 


on 








W. F. STIFT 


° 


A group of Cleveland businessmen 
have purchased controlling interest in 
The Continental 
Bank, and elected 
attorney Bernard 
H. Schulist as 
president. Other 
officers include 
Herman H. David, 
former president 
who is now chair- 
man of the board; 
Leon T. Lindheim, 
vice-president; Robert T. Hexter, as- 
sistant treasurer; and Mark S. Conser, 
cashier. 

The new owners have announced a 
program of modernization and expan- 
sion for the bank, which is located in 
the Hanna Building in Cleveland. 














B. H. SCHULIST 


co 


On July 1, H. Prentice Browning 
joined the American Fletcher National 
Bank and Trust Company, Indianap- 
olis, as an executive vice-president. He 
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Burroughs Sensimatic is the fastest, easiest-to- 
operate bank bookkeeping machine of all 


Just about everybody in the bank likes the Burroughs Sensimatic! 


Operators like it because they can learn to master it so easily, and because 
it does not tire them with unnecessary motions or details to remember. 
Bank officers like it because it’s fast, accurate and versatile—can switch 
from job to job at the turn of a knob—and because it offers these distinc- 
tive advantages, too: automatic check count, automatic register totaling, 
date lock, list-posting tape and activity counter. 

Bank customers like it because their statements are clear, accurate, easy 
to read, and complete with count of checks. 

So whatever you want in a bank bookkeeping machine—whether your 
bank is big or small—the new Burroughs Sensimatic has more to offer you! 

















FREE “best seller” among banks 
tells all about the Burroughs Sensimatic 
for Commercial Account Posting 


There is too much to tell about the Burroughs 
Sensimatic Bank Bookkeeping Machine in this 
limited space. But complete information can be 
yours for the asking if you’ll send for the free 
booklet illustrated. Call our nearest branch, or 
write Burroughs Corporation, Detroit 32, Mich. 
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BOTH like the BURROUGHS SENSIMATIC 
bank bookkeeping machine 






and no wonder— just look at all these features! 





Faster form handling— A smooth, one-hand oper- 
ation inserts and positions form in carriage. Carriage 
moves automatically through the posting operation, 
then opens automatically. New amounts can be in- 
dexed while the machine is computing. 
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Faster indexing— The entire keyboard is designed Faster motor bar selection—The Sensimatic’s ex- 
for faster, more positive indexing—with scientifi- clusive construction assigns a single major function 
cally improved slope and height, finger-tip key fit, to each motor bar. Operator decisions are reduced 
and swift, uniform key depression. and posting is simplified, increasing speed. 
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WHEREVER THERE’S BANKING THERE'S dh —"* 
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“Burroughs” and “Sensimatic”’ are trademarks 
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was formerly a vice-president at the 
Worcester County Trust Company, 
Worcester, Massachusetts. 

Earlier in his career he did finan- 
cial consulting work in Chicago, and 
was with the Continental Illinois Na- 
tional Bank and Trust Company there 
for eight years. 


5 


At a banquet in New York City 
recently, Bernard Baruch presented 
one of the 1956 Horatio Alger awards 
to John M. Joyce, board chairman of 
the National Bank of Joliet (Illinois), 
and head of a local bottling firm. He 








was one of eight Americans voted the 
honor by student leaders of 1,000 col- 
leges. 

Forced to leave school in the eighth 
grade to help support the family, Mr. 
Joyce started his successful business 
career by working seven nights a week 
as messenger boy for a railroad, receiv- 
ing the weekly wage of $4.61. 


+ 


George M. Wallace, chairman of the 
managing committee of Security-First 
National Bank of Los Angeles, and 
long its chief executive officer, died at 
the age of 71. He had been associated 





DAGE TV 
AT WORK 









Teller, next to TV monitor, needs data, calls “TV Scooter” 
operator in centralized bookkeeping department . . . 


Television Rides a Scooter to 


Improve a Bank’s Bookkeeping 
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. gets a close-up look at it seconds later. No lost 
time, no lost records. 











“It brings everything together much clearer, better 
and faster, than before.’’ That’s what officials 
of The Pioneer Bank and Trust Company, 
Shreveport, La., say about their unique Dage 


— closed-circuit TV system. 


Two Dage TV cameras, 19 monitors and a ““‘TV Scooter’’ save time 
and money in centralizing bookkeeping for the bank and both 


its branches. 


Records, signature cards, checks, ledgers and statements are avail- 
able in seconds to tellers and customers. The “TV Scooter’’ rolls 
on tracks in front of a bank of files. TV camera, monitor and inter- 
com equipment are built in. Dispatcher riding scooter is directed by 
intercom to appropriate file or record, places it before camera and 
person requesting data reads it clearly on remote monitor. 


Dage TV can give you a close-up look at remote information and 
operations, let you do more things better at less cost. Write, wire 
or phone Dage TV, Dept. 97 for complete information. 
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MICHIGAN CITY, 1 


NDIANA 


A Thompson Product 


IN CANADA, DISTRIBUTED BY ROGERS MAJESTIC ELECTRONICS, LTD., TORONTO, ONT. 
OUTSIDE NORTH AMERICA, WRITE C. 0. BRANDES, INC., 4900 EUCLID AVE., CLEVELAND, OHIO 


56 





with the bank for 55 years, and was 
succeeded as board chairman last De 
cember by James E. Shelton. 


e 


One of the nation’s best-known trus’ 
men, N. Baxter Maddox, has bee: 
elevated to senior vice-president at th: 
First National Bank of Atlanta (Geo: 
gia). In 1953-54 he served as president 
of the trust division of the America 
Bankers Association, and he is a pasi 
president of the Atlanta Clearing 
House Association. 

Since 1941 Mr. 
vice-president and 
he heads First 
National’s trust 
department. He 
is the third gen- 
eration of his 
family to be ac- 
tive in that in- 
stitution. His 
grandfather, Col. 
Robert F. Mad- 
dox, was the 
founder of the 
Maddox - Rucker 


been 
and 


Maddox has 
trust officer, 











N. B. MADDOX 


Banking Com- 
pany, one of the forerunners of the 
present First National. His father. 


Robert F. Maddox, is a former chair- 
man of the board. 


Four new assistant cashiers at the 


| First National are J. C. Merkle, J. P. 


Stevens, J. A. Dempsey and T. R. 
Stanbury. 


New president of the First National 
3ank & Trust Company in Alton (IIli- 
nois) is Robert H. Levis II, formerly 
an executive of the Owens-Illinois 
Glass Company which his great-grand 
father helped to found. He is successor 
in the bank to L. A. Schafly, who died 
April 27. 

In the 
seated, 


Mr. Levis is 
newly-desig- 


view below, 
surrounded by 


nated fellow officers. Standing, left to 


right, are William B. Bergfeld, for- 


merly cashier who is now a vice-presi- 


dent and director; J. A. Ryrie, elevated 





from executive vice-president to board 
chairman; M, Ryrie Milnor, advanced 


Bevy of new appointments 
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from vice-president to executive vice- 


president; and George M. Ryrie, 
moved from assistant vice-president to 
cashier. 

€ 


Walter J. Fountain, who began his 
career with Mossler Acceptance Com- 
pany in New Or- 
leans as an office 
boy in 1932, has 
been promoted 
from vice-president 
to president of the 
firm. Jacques Moss- 
ler, founder of the 


company, one of e f / 


’ a . 
the South s largest wy FOUNTAIN 
automobile finance 


companies, has moved up to chairman 
of the board. 

Mr. Mossler is also board chairman 
of two banks, The American Trust 
Company of South Bend, Indiana, and 
the Central Bank and Trust Company 
of Miami, Florida. 





* 


Following the resignation of Louis 
C. Horter due to ill-health, Harold H. 
Meyn has been named president of the 
National Bank of West Virginia, 
Wheeling. He has been executive vice- 
president. 

Charles E. Kalkrueth, formerly cash- 
ier, is now a_ vice-president. New 
cashier is Lewis E. Scott, who has been 
assistant cashier and assistant trust 
officer. 


4 


When Melvin R. Hazel was named 
president of Peoples Bank in Youngs- 
town, Ohio, he be- 
came only the sec- 
ond individual to 
hold that post since 
the institution was 
organized 40 years 





Philip H. Schaff, 





bank, who has re- 
tired from active 
duties but is now chairman of the 
board. 

Mr. Hazel, executive vice-president 
since 1951, has been with the bank for 
20 years. 


M. R. HAZEL 


* 


Perley E. Skinner is the new presi- 
dent at the Woburn (Massachusetts) 
Five Cents Savings Bank, having suc- 
ceeded the late Malcolm Blodgett. 
E. C. Holland is now treasurer, W. E. 
Harvey and G. P. Wyer have become 
assistant treasurers. 


e 


Last month Torrence E. Hemby, 
board chairman of American Trust 
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ago. He _ succeeds 


founder of the | 
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Company in Charlotte, North Carolina, 
joined the exclusive ranks of those 
who have been actively in banking 
service for half a century. He started 
out in the bottom job of a staff of six, 
at $25 a month. Three dozen years 
later he had risen from that bottom 
rung to the top one, being elected 
president in 1943 and board chairman 
in 1954. 

A modest and retiring type of execu- 
tive, Mr. Hemby is known by his asso- 
ciates as a man who likes to work and 
to whom the prog- 
ress of the bank 
always comes first. 
That he is a “go 
getter” in his own 
way is also indi- 
cated by his record 
as head of the new 
business depart- 
ment earlier in his 
career. When he 
started, American 
Trust’s correspond- 
ent bank deposits were less than $40,- 
000. Before the end of the first year, 
he had increased them more than 
twelve times and the end of two years, 
more than 120 times. His work in 
establishing correspondent  relation- 
ships in those days is still reflected 
today, as American Trust still leads all 





T. E. HEMBY 




















A. PIEROTTI 


H. GABRIEL 


J. DRYDEN 

















M. BLOOM R. JOHNSON 


Move up to v.p.’s at the Crocker-Anglo National 


other banks in the Fifth Federal Re- 
serve District in correspondent bank 
business. 

e 


Six executives have been promoted 
from assistant vice-presidents to vice- 
presidents by the Crocker-Anglo Na- 
tional Bank, San Francisco. 

They are Monroe A. Bloom, adver- 
tising manager, and John R. Dryden, 
credit department manager, head office, 
and three managers of San Francisco 
offices: Harry A. Gabriel, Market-Ellis 
office; Ralph V. Johnson, Mission 
office; and A, L. Pierotti, Market- 
Jones office. James N. Frome, Jr., 
manager of the office at Red Bluff, 
California, is the sixth. 

Nine promotions have been made to 


assistant vice-president, including John 
G. Campbell, James M. Crane, Alfred 
W. Odle, Saul Perlis, William P. Brad- 
ford, Harold F. Heinecke, Albert N. 
Veltman, Philip C. King and Spencer 
N. Smiley, Jr. 

T. N. Robinson, H. F. Sullivan and 
G. A. J. Rice have been appointed 
assistant cashiers. 


. 


A merger and name change are the 
two latest steps in the rapid expansion 
program of the First National Bank 
of McKeesport (Pennsylvania). 

Its consolidation with the First Na- 
tional Bank of Braddock will give the 
McKeesport institution total resources 
of over $105,000.000. Thomas M. Watt, 
president at the Braddock bank, will 
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become a vice-president in charge of 
the Braddock office. 

Coincident with the merger, First 
National Bank of McKeesport will 
change its name to Western Pennsyl- 
vania National Bank, as being more 
in keeping with the institution’s broad- 
ened scope. In the past three and one- 
half years, First National has grown 
from a single bank serving one city to 
a bank with offices in 11 communities, 
and its resources have tripled. 


e 


The only banker who will serve as 
a national officer of the Controllers 
Institute of Amer- 
ica during the com- 
ing year is Mark Z. 
Hanlon, secretary 
and comptroller, — 

First Trust & De- 
posit Company, o. 
Syracuse, New e 

York. He has been [age 

elected a vice-presi- > 

dent, effective Sep- 
tember 1. M. Z. 

Mr. Hanlon 
served during the past year as presi- 
dent of the Institute’s Syracuse Con- 














HANLON 





trol, and was elected a national direc- 


tor in 1955. 
° 


Yell Nobles has been appointed vice- 
president and manager of the Bank of 
America office at Merced, California. 


John A. Dillon has been assigned to | 


the San Jose main office as assistant 
vice-president, and Nelson G. Mathews 
has been given that title at the Alturas 
office. New trust officers are Marvin 
H. Miller and Monty Brine. 

° 


’ 


With a million dollar capital struc- 
ture the Montrose National Bank of 





Houston opened last month, becoming 


the 30th bank in that Texas metrop- 
olis. Shown below in the officers’ sec- 
tion of the new institution, from left 
to right, are: Joseph N. Mullan, Sr., 
vice-president; George R. Traylor, 
executive vice-president; L. E. Cowl- 
ing, chairman of the board and presi- 
dent; and Richard M. Cobb, cashier. 
In charge of the new business depart- 
ment will be Vice-President W. Bruce 
Leigh, while B. E. Sweeton, Jr., will 


Launch new Texas bank 


Ta hs pees 


tt gs CT 
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A BRANDT AUTOMATIC 
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... Woe an expense! p= 








MODEL 250 
BRANDT AUTOMATIC CASHIER 
Delivery chute type. Coins 
delivered direct to cus- 
tomer upon depression of 

a single key. 


MODEL 150 
BRANDT AUTOMATIC CASHIER 
Trap door type. Coins de- 
livered to customer by 
operator following depres- 

sion of a single key. 





When you purchase a BRANDT you make an invest- 


ment in a fine asset instead of incurring an expense. 


The dividends you receive from such investment are 
ASSURED ACCURACY and GREAT SPEED in coin 
payments PLUS FAVORABLE CUSTOMER REACTION 
because of the improved service they receive when 
a BRANDT is used. 


Every teller’s window should be equipped with a BRANDT 
AUTOMATIC CASHIER, 


Coin sorting and counting machine 
Coin counting and packaging machines 
Coin wrappers and bill straps 


BRANDT AUTOMATIC CASHIER CO. 


WATERTOWN Established 1890 WISCONSIN 


Other BRANDT products: 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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be in charge of the loan and discount 
department. 

Mr. Mullan, who spearheaded the 
organizing of the bank, is a former 
New Jersey bank officer who retired 
in 1949 and moved to Houston. He 
became bored with inaction and 
joined the National Bank of Com- 
merce, where he remained until he be- 
gan organizing the Montrose National. 


® 


Citizens Federal Savings and Loan 
Association, San Francisco, and the 
Oakland Federal Savings and Loan 
Association, Oakland, California, have 
been merged into a consolidated in- 
stitution under the name of Citizens 
Federal Savings and Loan Association, 
with head offices in San Francisco and 
total resources of more than $40,000,- 
O00. 

F, Marion Donahue, 


president of 


Citizens Federal, heads the consoli- 
dated company and Clarence D. Bow- 
man, Oakland Federal president, be- 
comes senior vice-president. 


4 


At Equitable Security Trust Com- 
pany, Wilmington, Delaware, A. 
Cleaver Bolton has been advanced to 
vice-president. He formerly was trust 
officer in charge of the estate analysis 
and planning division. 

J. P. McCarthy and G. A. Reece, 
assistant trust officers, have been made 
trust officers. 


& 


When Hugh C. Lane, president of 
the Citizens and Southern National 
Bank of South Carolina, recently as- 
sumed the presidency of the South 
Carolina Bankers Association, he be- 
came the third member of his imme- 
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SAVE 40% FLOOR SPACE 
Nylo-Glide record files save 
more than 40% in valuable 
floor space. The appearance 
of the files has been improved, 
and the storing of records is 
much easier in neatly ar- 
ranged stacks making the 
cleaning problem simple. 


ATTRACTIVE WORKING AREA 
Efficiency engineered system 
of drawers to fit YOUR form 
and YOUR space provide a 
flexibility that is unparalleled 
in filing equipment. 

‘The Nylon Bearings make 
heavily loaded drawers 
GLIDE easily and quietly. 


A complete installation often costs less 
than shelving and corrugated boxes! 


RECORD FILES, INC. 
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NYLO-GLIDE 


low-cost 


STORAGE FILES 


These nylon bearing, smooth op- 
erating files are available in any 
size. Stack and interlock them 
one on top of the other or side by 
side in any available location. No 
waste space—inside or out. De- 
signed to fit the records they hold. 





P. O. BOX 581 
WOOSTER, OHIO 


Specialists in RECORD STORAGE EQUIPMENT 
Call us for a survey and demonstration 


of equipment. 








diate family to head a state bankers 
association. His father, the late Mills 
B. Lane, Sr., served as the first presi- 
dent of the Georgia Bankers Associa- 
tion. Exactly 50 years later Mills B. 
Lane, Jr., president of the Citizens 
and Southern National Bank, Atlantis, 
was named to head the Georgia assu- 
ciation. 
» 


When the First National City Bank 
of New York recently opened its 74th 
domestic branch office, it became the 
first commercial 
tenant of the ne\ 
Socony Mobi! 
Building, largest 
office structure 
erected in New 
York City in the 
past 25 years. 

In charge of the 
office, located at 
Lexington Avenue 
and 42nd Street, is 
Vice-President 
Robert S. Emison. Other officers at 
the branch include John C. Bertels, 
vice-president; William W. Lowe and 
Sheldon McK. Monroe, assistant vice- 
presidents; H. S. Thompson and W. C. 
Vogel, assistant cashiers. 





R. S. EMISON 


° 


Important promotions at The Amer- 
ican National Bank of Beaumont 
(Texas) have elevated Pat T. Peyton 
and J. Henry Simp- 
son, vice-presidents, 
to the rank of 
senior vice-presi- 


dents. Joining the 
bank from The 
Groos National 


Bank of San An- 





tonio, where he 
was a_ vice-presi- 
dent, is Brooks H. 


B.H.HOLLYFIELD Hollyfield who has 
been elected to the 
newly-created post of executive vice- 
president. 

Mr. Peyton is a senior loan officer 
of the Beaumont institution, and Mr. 
Simpson has supervision of the per- 
sonal loan department. 


5 


The family of Douglas F. Wulffleff, 
assistant manager of the Peoples Trust 
Office, First National City Bank oi 
New York, is being raised in a barn. 
But it is certainly no hardship, for he 
and his wife have converted the siz- 
able structure into comfortable quar- 
ters for a family of five. The story 
of this ingenious undertaking has been 
featured in a local Long Island news- 
paper, and in “Number Eight,” stafi 
magazine of the bank. 

It all started a year ago Easter, wher 
the Wulffleffs saw a newspaper a 
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Operation home improvement 


offering the barn and a acre of water- 
front for sale. In a week it was theirs, 
and in the fall they moved into it just 
“as purchased,”—a one-room barn, ice- 
house and heated greenhouse. Gradu- 
ally, heat and hot water were installed, 
the building was insulated, wired, and 
divided into 11 spacious rooms. Even 
with all of this room, half of the barn 
has been closed off for storage space. 

The exterior was stained barn red, 
the trim white, and the attractive result 
is shown above. 


+ 


William E. Peter- 
sen has been named 
to head the branch 
office division of 
Irving Trust Com- 
pany, New York 
City. He has been 
associated with the 
bank since 1928, 
and was formerly 
vice-president in  W. E. PETERSEN 
charge of the institution’s Empire 
State Office. 





aa 


Two local bank officers last month 
joined the Texas National Bank of 
Houston. 

John M. Golibart has resigned from 
the First City National Bank of Hous- 
ton, where he was a vice-president, to 
become a vice-president at Texas Na- 
tional. Edgar S. Cox, Jr., formerly a 
trust officer at Houston Bank & Trust 
Company, now has that title at Texas 
National. 

John Dreaper decided to enter bank- 
ing in 1902, in the belief that it would 


Join the Texas National 
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These, we think, are some of the facts that a forward- 
looking banker can “pin to” at this time, for his bank’s 
profit and protection: 


mb Automation will not come all at once, on any now 
predictable date. It is a step-by-step process. 


The importance of the document itself, and the meth- 
ods of encoding, are vital considerations. Paper —its 
processing before you receive it—will be a large part 
of the story. Ink may prove to be one of the most 
decisive factors. 


should be with companies whose loyalty and friend- 
ship you believe will be most valuable to your bank 
later. Character, experience, technological skill, con- 
fidence in people are among the factors that count. 


The steps you take now should be steps that you will 


& The business relationships you form or strengthen 


not have to retrace in a costly way later. 


If this raises 
questions which 
you would 

like to discuss 
with us, 

please write to: 





ROCHESTER NEW YORK 
SALES OFFICES IN Y@ PRINCIPAL CITIES 
SUBSIDIARY OF 
BURROUGHS CORPORATION 
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offer a “steady job.” He was cer- 
tainly right, for he has just now re- 
tired from the Texas National after 
54 vears. At 72, Mr. Dreaper, vice- 
president and trust officer, was be- 
lieved to have the longest service 
record of any Houston banker. He has 
been succeeded as head of the trust 
department by Arthur Trum, also a 
vice-president and trust officer, who is 
no newcomer himself—having worked 
for the bank for 38 years. 


aa 


Fred B. Mattingly, former manager 
of International Harvester’s credit and 
collection department, has been named 
director of credit and collections, prices 
and contracts. He will continue as 
president of the International Har- 
vester Credit Corporation, the com- 
pany’s financing subsidiary. 

Succeeding Mr. Mattingly as man- 
ager of the credit and collection de- 
partment is Herman Ebsen, formerly 
assistant manager. 


Sd 


Seven new vice-presidents have been 
named at California Bank, Los An- 
geles. They are C. D. Baillie, Neil R. 
Campbell, Ben Chaffey, Paul E. Uhl, 
J. R. Van der Zee, Robert E. Williams 
and Victor H. Winfrey. All were for- 
merly assistant vice-presidents except 











C. D. BAILLIE 





R.E. WILLIAMS V.H. WINFREY 





B.CHAFFEY N.R. CAMPBELL 


Given vice-presidential rank at California Bank, Los Angeles 


Mr. Williams. who joined the bank 
June 1 as administrative head of the 
legal department. 

Another assistant vice-president, 
C. F. Schwan, has been elected cashier. 
E. E. Bontems, Eugene D. Cole, Wal- 
lace E. Frazier, W. T. Harrison, V. K. 
Kelsey, James B. Mears, F. W. Peter- 
son, L. B. Raether, L. A. Soper, Jr., 
and Tony Westra have become assist- 
ant vice-presidents. 

+ 


John E. Parris has been promoted 
to auditor of Stock Yards Bank, Louis- 
ville. Kentucky. He has been super- 
visor of the bookkeeping and transit 
departments for the past three years. 


¢ 


Consolidation of the Central Valley 
National Bank, head office in Oak- 
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land, California, with The First Na- 
tional Bank of Oroville, became effec- 
tive June 15. 

L. R. Brown, former president of 
First National, will remain at Oroville 
as senior executive 
of that office. 

The consolida- 
tion brings to the 
system of Central 
Valley National 
Bank three new 
offices and marks 
its entry into the 
Sacramento Valley 

for the first time. 
L. R. BROWN The merged in- 
stitution will have 
fifteen offices located in six California 
counties and total resources of more 
than $50,000,000. 


* 


Formerly auditor of the City Na- 
tional Bank in Fort Smith, Arkansas. 
Herman H. Cooper, Jr., has joined the 
First National Bank in Arlington, 
Texas, as cashier. He fills the vacancy 
in the latter bank created by the pro- 
motion of Harry A. Noah to a full 
vice-presidency. 

* 


Harry E. Mertz, former assistant 
executive secretary of The National 
Association of 
Bank Auditors and 
Comptrollers, has 
been elected an 
assistant vice-presi- 
dent of the La Salle 
National Bank, 
Chicago, Illinois. 

Mr. Mertz is a 
recognized author- 
ity on all phases of 
bank systems and procedures, and the 
application of electronics and automa- 
tion to bank accounting. He is a well- 
known lecturer and author on these 
topics, and has served as a consultant 
to many U.S. banks on_ problems 
related to operations. 

Vice-President Keith G. Cone has 
been placed in charge of a new loan 
division established at La Salle Na- 
tional. The new unit centralizes 
responsibility for all installment and 
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of the bank’s mortgage loans as well 
as lines of credit to finance and small 
loan companies. 

William P. Scott, assistant vice- 
president, assumes the responsibility of 
the business development department, 
which was formerly under Mr. Cone’s 
direction. 

. 


Advanced to vice-presidents at The 
Hanover Bank, New York City, are 
Henry F. Skelton and James T. Gill, 
who have been with the bank since 
1926 and 1932, respectively. 

Mr. Skelton has been placed in 
charge of the bank’s 41st Street office, 


while Mr. Gill is associated with the | 


institution’s 34th Street office. 


5 


C. Ron Johnsone, vice-president and | 


a senior loaning officer at the main 
office of Seattle- 
First National 
Bank, Seattle, 
Washington, has 
succeeded Henry J. 
Dolling as vice- 
president and man- 
ager of the Uni- 
versity Branch, fol- 
lowing the latter’s 
retirement. Vice- 





President Philip L. ©. R. JOHNSONE | 


Corneil has become 
manager of the bank’s statewide in- 


stallment credit division, following the | 


retirement of Vice-President William 
V. Lauman. 
s 


Missouri’s former Governor Forrest 
Smith has been appointed a_ special 
representative of the new correspond- 
ent banking department at Jefferson 
3ank and Trust Company of St. Louis. 
Francis J. Bell, a vice-president, will 
also be a travelling representative call- 
ing on correspondent banks. 


° 


President Frank J. Van Lahr (left) 
is congratulating Vice-President Albert 
J. Cuni upon completion of 50 vears of 


service with the Provident Savings | 





Fifty productive years 








Bank and Trust Company, Cincinnati. President Eisenhower, and now presi- 
Officers of the bank honored Mr. Cuni dent and editor of The Houston 


at a dinner. (Texas) Post. 
° - 
The first woman trustee in the 113- John A. Starkenburg has been pro- 
year history of The Mutual Life In- - moted to vice-president of the Mutual 


surance Company of New York is Mrs. Home Federal Savings and Loan Asso- 
Oveta Culp Hobby, former secretary ciation, Grand Rapids, Michigan and 
of the Department of Health, Educa- David M. Hoogerhyde will succeed him 
tion and Welfare in the Cabinet of as secretary. 
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HEADLINE NEWS 


in July, 1871 


... the year La Monte 


introduced the first practical 


safety paper for checks 


Prime Minister Gladstone, the 
Apaches, and Tammany Hall were 
big news in their time . . . but today 
our lives do not seem much affected 
by them. Yet something relatively 
unnoticed 85 years ago has altered 
business and finance vastly in the 
years since. It is the tamper-proof 
check made possible by La Monte 
Safety Paper. Today this is still the 
paper chosen by a large majority of 
. be- 


cause it is still first in quality, pro- 


the nation’s leading banks . . 
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¢ Ask your lithographer to 
show you samples ... or we 
will gladly send them direct. 
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Clippings from 
NEW YORK TIMES 
July, 1871 


° 


3 


<a Morte” 


SAFETY PAPER FOR CHECKS ~~ 


GEORGE LA MONTE & SON, NUTLEY 10, NEW JERSEY 


How the Holiday Was Observed in 





The nm 
° ght 
City an lesery, 
ce of 
d Country, been eal 
G ee resound be 
Tand P, Altoget 
°W-Wow of th tensiyo, ‘ 
at T e Sachems the unp#: 
ammany Hal] ion 
. ighted ay 
i 
The nj 
, Nety. 
tional j ty-fifth anniy The Fo 
indepena ersary f 
and privat ence was celeb of our na. { %¢ the gre 
ance wag on yesterday, Atheass in public | tat occa, ‘ 
unanimity aoe by no Seems the obsery. | Magni 
Years Then o Magnitude or ee the | Division ¥ 
8ll of the milit e Processiong ‘whines, former | Which 
e To. wk but many of the a not only fruit of 
(tre af - Cc 80cie- Since the 
ally > Militig 





Burroughs Clearing Hous« 





©reased, 
housey te 
loading 
displays 


of human ie 





Pe he NF NR RIES cee ye Io aS 7 











— 3 Lo} 


—_ ~~ 45 


— ——— + - 








FRE PBEM ee Let 














CAN 





ADIAN BANKING 








Mortgage Loan Decrease 
Foreseen for 1956 


Mortgage loans by Canadian insur- 
ance, loan and trust companies in 1956 
are expected to be lower than in 1955, 
a record year, according to the report 
made at the recent annual meeting of 
the Dominion Mortgage and Invest- 
ments Association. It is unlikely, the 
report pointed out, that the amount of 
money available from member com- 
panies for investment in mortgages 
can continue to show the same rate 
of increase experienced in recent 
years. 

While the past year was one of free 
spending, easy credit and mounting 
debt, it was also one of increased 
saving, retiring association president 
A. Ross Poyntz told the meeting dele- 
gates. He pointed out that there was a 
30 per cent increase in national sav- 
ings, and that 90 per cent of the ex- 
penditures for inventory accumulation 
and capital purposes during 1955 was 
furnished from sources within Can- 
ada. Regarding the increasing amount 
of outside risk-capital being invested 
in Canada, Mr. Poyntz cautioned that 
“we are at present financing a trade 
deficit through the importation of 
capital, which cannot be relied on as 
a proper long-term policy.” He em- 
phasized, however, that without such 
welcome foreign investments Canada 
could not have developed nor pros- 
pered as it has. 

J. G. Hungerford, president of the 
National Trust Company Limited, 
Toronto, was elected president of the 
Dominion Mortgage and Investments 
Association. H. L. Guy, general man- 
ager of the Mutual Life Assurance 
Company of Canada, Waterloo, On- 
tario, was elected first vice-president, 
and O. B. Thornton, president of the 
Montreal Trust Company, Montreal, 
was named second vice-president. Jules 
B. Fortin was re-appointed secretary- 
treasurer with headquarters at To- 
ronto. 


aa ¢ e 


S406 Million Increase 
in Trust Fund Assets 


At the recent annual meeting of the 
Trust Companies Association in Can- 
ada, it was announced that assets 
under administration of the Canadian 
trust companies last year totalled 
$5.434,612,000, an increase of $406,- 
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Elected to head mortgage, trust groups in Canada 


645,000 in the year. Of this amount, 
company funds increased by $7,414,- 
000 to $111,195,000; ordinary deposits 
increased $38,926,000 to $271,586,000; 
guaranteed investment receipts rose 
$33,613,000 to $324,366,000; estates, 
trusts and agency funds under ad- 
ministration increased $325,690,000 to 
$4,720,038,000. Bond trusteeships in 
1955 were $585,795,000, down slightly 
from the previous year. 

At the meeting the Association de- 
cided to coordinate activities of the 
various provincial associations of Ca- 
nadian trust companies, and the group 
known formerly as the Trust Com- 
panies Association of Ontario became 
the Ontario section of the national 
association. There are 32 companies 
in the national association, 20 of 
which are also in the Ontario section. 

In the elections that were held, D. 
G. Grant, general manager of the 
Nova Scotia Trust Company, Halifax, 
was elected as the new president of 
the national association, and A. R. 
Courtice, assistant general manager 
of the Toronto General Trusts Cor- 
poration, as first vice-president. 

The Ontario section elected as 
chairman W. A. Bean, deputy general 
manager of the Waterloo Trust and 
Savings Company, Kitchener, with H. 
G. Soward, assistant general manager 
of the Chartered Trust Company, 
Toronto, as vice-chairman, and W. R. 
Scott as  secretary-treasurer, with 
headquarters at Toronto. 

E. E. Spencer, manager of the East- 
ern Trust Company, Vancouver, was 
elected chairman of the _ British 
Columbia section, with H. E. Bond, 
manager, Canada Permanent Trust 
Company, Vancouver, and D. R. Ab- 
bott, manager, Canada Trust Com- 





pany, Victoria, as vice-chairmen. 

The Quebec section elected H. F. 
Kerrigan, assistant general manager, 
Crown Trust Company, Montreal, as 
president, and C. D. Paxton, Barclays 
Trust Company of Canada, Montreal, 
as vice-president. 


o ° . 


Toronto-Dominion, Imperial 
Name New Top Officers 


Changes in their top management 
posts were recently announced by two 
of Canada’s chartered banking insti- 
tutions, the Toronto-Dominion Bank 
and the Imperial Bank of Canada. 

At the Tor- 
onto-Dominion, 
Allen T. Lam- 
bert was ap- 
pointed gener- 
al manager to 
succeed Wil- 
liam Kerr. Mr. 
Kerr, acting on 
his doctor’s, 
advice, asked 
to be relieved 
of the general 
manager’s re- 
sponsibilities; 
he will contin- 
ue, however, as 
vice-president 
and director of the bank. 

Mr. Lambert joined the bank 29 
years ago in Victoria, British Colum- 
bia. He has served in many posts both 
at the bank’s head office and in 
branches. Since 1946 he has filled the 
posts of inspector in the Western De- 
partment, Winnipeg; supervisor, head 
offices; assistant branch manager, 
Montreal; and superintendent, head 


A. T. LAMBERT 
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cartoon’s effectiveness lies in a humor- , I 


























ous exaggeration of how to treat a Rey 
customer. 7 No 
As the customer enters, for ex- yet 
ample, he is met by a whole line o7 can 
staff members at the head of which flat 
is the branch manager with out- bul 
stretched hand. As the customer walks the 
through the lobby, one woman teller 4] thr 
reaches out to give him a peck on the pas 
cheek, while another straightens hi: mo 
tie. This is no sooner done than th: sta 
manager puts a cigar in his mouth like 
and an officer lights it. A guar a 
L. S. MACKERSY J. S. PROCTOR E. J. FRIESEN lias ai is aaah, ih sat willed: tein wt 
Management team changes at the Imperial Bank of Canada — 0 that = 
all he wanted was to change a dollar, 9 apy 
office; He was made an assistant gen- areas required the opening of these’ there is no abrupt change of attitude. ma 
eral manager in 1953. Offices. Instead, all the employees rush over | " 
H. R. Stoker, a chartered account- with the change. Then the officer bids 4] Ca 
a ant who joined the Canadian Foreign him a warm goodbye, and the cus- jf poi 
At the Imperial Bank of Canada, L. Exchange Control Board in 1940, and tomer is last seen walking from the nac 
S. Mackersy, who had been president who has been with the I.D.B. since branch on little clouds of air. for 
of the bank since 1953, was elected 1948 as a credit officer and head of the The caption reads: “Today’s Les- wh 
chairman of the board to succeed R. financial analysis department, has_ son: In banking, as in any other serv- ski 
S. Waldie, who recently resigned. J.S. been appointed supervisor at Halifax. ice business, it’s the little ‘plusses’ ital 
Proctor, previously vice-president and F. M. Aykroyd, supervisor of the At- that count.” lior 
general manager, succeeded Mr. Mack-__lantic provinces division at Montreal Ho 2 it 
ersy as president, and E. J. Friesen, since joining the I.D.B. in 1947, has ger 
formerly senior assistant general man- been appointed supervisor of the ppany:; Bulletins Spread fea 
ager was appointed general manager Calgary office. Economic Information ene 
of the bank. ‘ ste 
Mr. Waldie was active with the bank ylig tans a og oy fence & aga ma 
nee tier on ae he hee “ine” nae A ie tc pi “‘heahaes 
rector. He was made a vice-president Frat Count : ~ é ? 01 
: / : : : in many other parts of the world P 
in 1931, president in 1943, and chair- , : . ° mo 
man in 1948. Mr. Mackersy joined the A recent issue of the Royal Bank of besides Canada, as a means of keeping wes 
bank in 1911, and served in a number Canada’s staff publication carries an abreast of Canadian developments. | Re 
of branches in various capacities. In unusual cartoon sequence that brings These reports in recent months have ri 
1950 he was made general manager; home forcibly to staff members the dealt at some length with the infla- Me 
in 1952, vice-president; and president importance of customer service. The tionary trends in Canada. the 
in 1953. He became a director of the ha’ 
bank in 1951. TODAY’S LESSON: From the Royal Bank of Canada’s staff paper dia 
Mr. Proctor came with Imperial rer 
Bank in 1922, and also served in a the 
number of capacities. He succeeded ROYAL BANK rey 
Mr. Mackersy as general manager of [4 cy OF CANADA : to 
the bank in 1953, and was elected vice- FRIENOLY i 
president in 1954. Mr. Friesen joined [7 ty 


the bank in 1920. He was promoted to 
head office supervisor in 1945, man- 
ager of Montreal main branch in 1947, 
and an assistant general manager in 
1950. 


e e e 


Development Bank 
Opens New Oftices 

The Industrial Development Bank, 
a subsidiary of the Bank of Canada, 
has expanded operations by opening 
offices at Halifax and Calgary. The 
office at Halifax will provide service 
in the Atlantic coast provinces, which 
were formerly covered by the Mont- 
real office. The Calgary office will look 
after business in the province of 
Alberta and the Yukon and Northwest 
Territories, formerly covered by the 
Vancouver office. Increasing requests 
for loans by small business in these 
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In the April issue of its “Monthly 


Review,” for example, the Bank of 
Nova Scotia pointed out that “it is not 
yet established that sufficient restraint 
can be applied in time” to stop in- 
flationary tendencies in Canada. The 
bulletin reviewed the various steps 
the Canadian government has taken 
through its Bank of Canada in the 
past year to change from an easy 
money to a tight money policy. It 
stated that “the effects of restraint, 
like those of easy money, are slow to 
appear. They may, however, again 
like those of easy money, gather 
strength as time passes. There is 
clearly still a problem of timing in 
applying policies directed towards 
maintaining economic stability.” 

The “Commercial Letter” of the 
Canadian Bank of Commerce in April 
pointed out that the current big Ca- 
nadian investment program could 
force increases in prices of materials 
while there is a growing shortage of 
skilled labor. The 1956 Canadian cap- 
ital investment program of $7.5 bil- 
lion is 21 per cent higher than in 1955 
it said, and “may perhaps be over- 
generous in its appraisal of what is 
feasible, having regard to the tight- 
ened credit situation, a shortage of 
steel and of some other key structural 
materials and labor.” 

The other two bank economic re- 
ports that provide information each 
month on a variety of monetary and 
economic matters are the “Business 
Review” of the Bank of Montreal, and 
the “Spotlight on Canada,” of The 
Mercantile Bank of Canada. Some of 
the subjects covered in recent months 
have been the strength of the Cana- 
dian dollar, progress on the St. Law- 
rence Seaway, international trade and 
the petroleum industry. All of the 
reports are available without charge 
to bank officers anywhere. 
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Personnel News 


R. L. Clute has been appointed resi- 
dent representative of the Canadian 
Bank of Commerce at Chicago, with 
offices at 135 
South LaSalle 
Street. Mr. Clute 
has held _ posts 
with the bank 
from Montreal to 
Vancouver, and 
up to his present 
appointment, was 
a superintendent 
at the Toronto 
head - office. His 
new post will be 
for the development of financial and 
commercial business in the Middle 
West. The Chicago office will not do 
any commercial banking. 
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When you think of Baltimore, 
think of 


FIDELITY-BALTIMORE 


NATIONAL BANK 
& Trust Company 


Complete correspondent banking facilities 


Capital funds over $15,000,000 


Main Office: BALTIMORE & LIGHT STREETS, BALTIMORE 2, MD, 


Member: F.D.I.C. 




































Bank oF MonrTREAL 


New York--64 Wali Street San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 















650 BRANCHES ACROSS CANADA + RESOURCES -—— $2,700,000,000 

‘ , . . LA. 2B 
Authoritative determination of ov TEL 

“/ Mh, 

PROPERTY WORTH Voneo 

a . 

the purpose of 4 , 4 AALUATIONS * 

Marshall and Stevens Appraisals “ee, eee — 


Refinancing, loans, fair market value, tax <#° 


accounting, stock issue, capital and 
expense distribution analyses, remaining 
life estimates, property cost ledgers, in- 
corporation applications. 

Our informative brochure, ‘‘What Every 
Property Owner Should Know About 
Appraisals,’’ is an invaluable aid in 
discussing appraisals with clients. 
Write: Marshall and Stevens, 610 So. 
Broadway, 315-E, Los Angeles 14, Calif. # 


YEcK OF tne * 


MARSHALL ana STEVENS 


Chicago * Cincinnati * Dallas 
Denver * Detroit * Houston 
Los Angeles * Minneapolis 
New York « Philadelphia 
Phoenix ¢ Richmond 

San Francisco ¢ St. Louis 
Vancouver ¢ Honolulu, T.H. 
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Real estate titles 


are not posted like roads. 
But the HAZARDS are there. 











TITLES INSURED THROUGHOUT 43 STATES 


THE DISTRICT OF COLUMBIA, 


AND HAWAII 


PUERTO RICO 


NATIONAL TITLE DIVISION OFFICES 


Chicago New York 
BRANCH OFFICES IN: 

Akron, O. Detroit, Mich. Norfolk, Va. 
Atlanta, Ga. Flint, Mich. Pittsburgh, Pa. 
Augusta, Ga. Freehold, N. J. Pontiac, Mich. 
Birmingham, Ala. Grand Rapids, Mich. Richmond, Va. 
Camden, N. J. Macon, Ga. Roanoke, Va. 
Cincinnati, O. Marietta, Ga. Savannah, Ga. 
Cleveland, O. Miami, Fla. Springfield, III. 
Columbus, Ga. Mount Clemens, Mich. Washington, D. C. 
Columbus, O. Newark, N. J. White Plains, N.Y. 
Dallas, Tex. New Orleans, La. Wilmington, Del. 
Dayton, O. Winston-Salem, N 


Decatur, Ga. 


Newport News, Va. 
New York, N. Y. 


Winter Haven, " sg 


REPRESENTED BY LOCAL TITLE COMPANIES 


IN MORE THAN 200 OTHER CITIES 


Delay construction 

Encumber the security behind mortgages 
Hold up sales 

Reduce the saleability of mortgages 


Cause financial loss 


Title insurance is the best protection against loss because 
of title hazards. 


Thousands of title specialists in the Lawyers Title network 
of Branch Offices, Agents and Approved Attorneys are 
experts in handling all title insurance requirements 
quickly and courteously. And, remember . . . .. . 


THERE IS NO BETTER TITLE INSURANCE THAN A POLICY ISSUED BY 


— [awyers Title 


- Insurance (Corporation 


Ee Home Office ~ Richmond . Virginia 


Burroughs Clearing House 
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THE BOOKLET COUNTER 











Developing Human Skill. . . This 
booklet, another in the excellent series 
prepared by faculty members of Dart- 
mouth College, presents a program for 
improving the administrator’s human 
skill, i.e., the ability to be an effective 
group member and to build coopera- 
tive effort with the team he leads. The 
program, which has proved productive 


DEVELOPING HUMAN SKILL 


Improving Administrative Effectiveness 


The Amos Tuck School of Business Administration 





Valuable management aid 


in dealing with groups of young ex- 
ecutives or prospective executives, 
consists of four closely related phases. 
These are: 1. Better understanding— 
developing self-awareness and sensi- 
tivity to others, 2. Improving ob- 
servation and analysis, 3. Improved 
response—communication, and 4. Im- 
proving decision-making through 
practice. Although the program is de- 
signed specifically for a formal train- 
ing program, it can easily be adapted 
by financial organizations to informal 
on-the-job development. 


U.S. Income Taxation of For- 
eign Holding Companies . . . Those 
banks with corporate customers that 
already have undertaken, or that plan 
to undertake, foreign business rela- 
tionships, will find this booklet valu- 
able. It is a reprint of an article pre- 
pared by a tax attorney for “Taxes— 
The Tax Magazine.” The author exam- 
ines the U. S. Internal Revenue Code 
provisions as they apply to the forma- 
tion of foreign holding companies, and 
sets forth numerous examples to illus- 
trate the most important uses and 
limitations of foreign holding com- 
panies. Then, after listing thirty-three 
foreign countries named as generally 
not taxing foreign-source income, he 
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discusses five important considerations 
—business, tax, political and legal, 
cost and ease of use, and treaty advan- 
tage—that should be applied to deter- 
mine if a given country is practically 
useful for the incorporation of a hold- 
ing company. 


Bank Quarters Design . . . The 
building committee of a bank or 
other financial organization planning 
new or remodeled quarters usually 
finds that it needs much help in 
solving the many problems involved. 
A check list of these problems, con- 
tained in this booklet, will be of great 
value to officers or committees charged 
with developing modernizing projects. 
In addition to setting forth ideas 
about design methods, the booklet dis- 
cusses ten important phases of effec- 
tive planning. These include the de- 
termination of the program needs, 
definition of the goals, the establishing 
of a preliminary budget, etc. 


Entertainment Chairman . . 
When, as frequently happens, the bank 
officer becomes the _ entertainment 
chairman for some “doings,” things 
are supposed to happen both fast and 
well. Here is a handy guide that 
covers two important phases of enter- 
tainment—providing music and pro- 
viding shows. The booklet contains 
tips on planning and facilities, selec- 
ting an orchestra, party themes, 
where to buy a floor show, ten rules 
for talent buyers, rehearsals, and how 
to use a stage, lights, sound, etc. 


Photo Murals... This idea-packed 
booklet on the use and availability of 
photo murals will be of interest to all 
financial institutions planning new 
quarters, or the remodeling of sep- 
arate areas, including the president’s 
or directors’ rooms, staff lounges, etc. 
The booklet is made up of numerous 
illustrations that show the wide vari- 
ety of effects that can be achieved 





These booklets are available upon 
request. free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











with murals, and how either stock 
prints or “self-made” photos can be 
processed to fit specific areas. It gives 
“hints” on special effects, proportion- 
ing giant prints, photo reductions, 
mural planning and mounting. 


Land Planning Handbook .. . 
This booklet was prepared by the U.S. 
Savings & Loan League to influence 
generally the up-grading of land plan- 
ning, design and construction stand- 
ards in subdivision development. It 
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Your guide to the best practice 


for developing subdivisions 


that will hold their value 





Guide for mortgage officers 


presents a very thorough study that 
will be of interest to all mortgage 
officers, as well as other officers active 
in civic affairs. The booklet explains 
how and why land planning pays, and 
discusses five key points in judging a 
subdivision plan. These are: Site 
selection, streets and block pattern, 
lotting and siting, the neighborhood 
idea, and sewers, water and power. 
It also includes criteria for testing a 
plan that includes rental units, as well 
as discussions on parking facilities, 
shopping centers, zoning, subdivision 
regulations and protective covenants. 


Bank Signs .. . Signs of all types 
and sizes for both inside and outside 
use by banks and other financial in- 
stitutions are illustrated in these two 
catalogues. One is devoted to large 
outdoor signs of various designs, 
while the other shows a wide variety 
of signs and plaques for interior use. 
These booklets will make useful li- 
brary additions on sources of supply 
for financial organizations. 
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STATEMENT OF THE FART HATIOMAL Rane, 





Burroughs Director 400 takes on every adding 
and subtracting job in your bank—singlehanded! 


Wide form handling 
Carriage takes forms up to 
117%” wide. Carriage tabu- 
lates automatically, if desired. 
Stops are easily adjustable. 


Short-cut operation 
Amounts may be indexed 
and motor bar depressed at 
same time. Minus Bar makes 
direct subtraction as easy 
as addition. 


3-way register selection 
—thanks to exclusive Shuttle- 
master. (1) Manual. (2) 
Simultaneous figuring in two 
registers. (3) Automatic, 
alternate selection. 


Two listing jobs at once 
Lever splits keyboard. Ma- 
chine can list descriptive 
numbers beside amounts, list 
2 separate amounts simul- 
taneously, or use full 13- 
column capacity. 





It’s so much more than just an adding 
machine. It adds, subtracts, multiplies 
and—on many figuring jobs—serves as 
a bookkeeping machine. Does almost 
everything: teller batch proof, old and 
new balance proof, trial balances, daily 
statements, mortgage loan notices... 
yes, listing jobs, form jobs—or you 
name it! It’s simple in function; simple 
in operation. Lightning quick. Cushion 
quiet. Compact. Ever so durable. Want 
to sample on your own bank jobs? Just 
phone our local branch. Burroughs 
Corporation, Detroit 32, Michigan. 


Burroughs 
Director 400 


ADDING MACHINE 





Burroughs Clearing House 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Validity of Verbal Order 
Upheld by Court 


A verbal direction from a bank de- 
positor to the bank to honor checks 
signed by another, or to pay a sum or 
transfer a credit, will fully justify 
the bank in so doing. Moreover, com- 
pliance with such direction relieves 
the bank from further liability to the 
depositor. If the bank itself is willing 
to act upon the verbal order, this is a 
perfect defense to a suit by the de- 
positor for the amount paid out under 
it. Such was a recent holding of the 
Supreme Court of Kansas. 

The plaintiff gave the defendant 
bank authority to honor checks drawn 
by her brother-in-law and by her hus- 
band. The husband was an assistant 
cashier of the bank at the time. After 
the bank had honored such checks, she 
remarried and brought suit to recover 
from the bank what it had charged 
against her savings account. 

The Court stated the general au- 
thority on the subject as follows: 
“Generally, by virtue of the implied 
contract arising from the usage of 
the banking business, a bank is en- 
titled to demand some written evi- 
dence of an order of a depositor to 
pay out or transfer his deposit, and 
is not bound to act on an oral order. 
The usual method of withdrawing 
funds from a commercial bank or a 
commercial department of a bank is 
by check, and the usual method of 
withdrawing funds from a savings 
bank or department is by means of a 
written order or voucher presented 
with the depositor’s passbook. A bank 
may, however, if it so desires, waive 
its right to a written order and pay 
out a fund on deposit or transfer the 
deposit to the name of another on the 
oral order of the depositor.” 

Mathey v. Central National Bank, 293 
P. 2d 1012 (1956). 
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Life Insurance 
as Bank Collateral 


A principal aspect of this case was 
the fact that a bank’s officers “knew” 
their customer, and were aware that 
he was capable of good business prac- 
tices. Directly, the case concerned the 
proceeds of a life insurance policy. 
On the one hand, the proceeds were 
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claimed by the bank as collateral to a 
loan secured by an assignment of the 
policy. Meanwhile, the proceeds were 
claimed by the insured’s widow, as a 
gift accompanied by delivery to her 
of the policy. 

The wife was beneficiary of the 
policy. The policy gave the insured the 
right to change the designated bene- 
ficiary by filing a written request. 
Such a request was never filed. The 
policy also contained the usual clause 


providing for filing any assignment | 


with the company and said that the 
policy could be assigned or pledged 
without the consent of the beneficiary. 


The wife received the policy in March | 


of 1951. In November of 1951 and in 
November of 1952 the insured became 
indebted to the bank on promissory 


notes aggregating over $7,000.00. In | 


March of 1953 the insured executed an 
assignment to the bank of the policy. 

When the insured died the insurance 
company paid the money into court 
and named the widow and bank as 
co-defendants. The widow claimed all 
of the fund on the ground that the 
policy had been given to her and that 
there was a presumption that the 
transaction was a gift. 

The U.S. Court of Appeals, Seventh 
Circuit (Texas), pointed out that the 
title would pass by a verbal sale or a 
gift accompanied by delivery, but that 
in order for a verbal assignment to 
operate as a gift, it is necessary that 
it be the intention of the insured. 
Such intention was not presumed but 
had to be proved. 

“Here was a mature man, experi- 
enced in business, who could read his 
policy understandingly and who knew 
enough about business practices that 
he later assigned it to the bank ac- 
cording to the method therein pro- 
vided for.” 

Franklin Life Ins. Co. v. Falkingham, 
229 F. 2d 300 (1956). 


° * * 


Agent’s True Warranty 
to Endorse Checks 


The responsibility of knowing 
whether or not an agent has true war- 
ranty to endorse his principal’s checks 
can rest squarely with a bank. The 
bank in this case was one of two 
innocent parties affected by an agent’s 


fraud. Nevertheless, a District Court 
of Appeal in California found that the 
bank’s negligence had added to the 
nefarious conduct of the agent, and 
that therefore, the bank should be 
held liable. 

The plaintiff—principal in the case, 
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As we enter the home stretch in 
the race to see who is going to be 
first with the most in the field of 
mechanized check handling, it 
becomes more apparent that check 
rinters are going to play an 
important part in the ultimate 
success of this development. 
Someone must print what the 
machines of the future will read, 
and the unknown factor is whether 
this can be done within the 
framework of check imprinting. 


People who have never done any 
check imprinting have been 
expressing the view that tolerances 
do not present any problem to the 
check printer, but we know that 
this is not the case. Tolerances are 
important and, before mechanized 
check handling becomes practicable, 
a referent must be established 
concerning the meaning of the term. 


Inasmuch as lithography, imprinting, 
cutting and perforating all enter into 
the manufacture of bank checks, 
inaccuracies could offset each other 


TOLERANCES 




























or they could accumulate. It must 
be assumed that they will accumulate, 
and this accumulation, for the 
average check printer, requires 
precision limits of % inch plus-or- 
minus. Anything less will effect the 
accurate handling in any mechanized 
system. Some of us can hold 
tolerances within 4 inch plus-or- 
minus, and DeLuxe would be 
included in this group, but any 
printer who claims that he can hold 
within 44 inch plus-or-minus 
is simply talking about what he can 
do in the laboratory and not what he 
can do on the production line. 


Since we are speaking so frankly, 
we might as well add the statement 
that anyone who thinks that 
encoding of bank checks is going 
to be a ‘“‘by-product’’ of any other 
printing operation is due for a rude 
awakening. Encoding of checks is 
going to cost a lot of money, and at 
this stage no one, including us, 
could hope to make a good guess 
as to what this cost will be. 
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CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 
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arranged with a real estate broker as 
trustee to lend $8,500 secured by a 
deed of trust. The note was to be pay- 
able at the rate of $85 or more a 
month. For four years the plaintiff 
collected at the real estate office in the 
form of checks drawn by the real 
estate broker. Then, about to go 
abroad, he instructed the broker to 
send his monthly checks to a cousin 
until he returned. 

Shortly after he left, the broker re- 


| arranged the financing and the Bank 


of America took over the loan. The 
broker reconveyed the deed of trust 
to the title company, and made de- 
mand for the balance owing. The title 
company sent a check drawn on its 
bank and payable to the lender. But 
this check was sent to the broker and 
the broker endorsed the check, first 
writing the lender’s name and below 
that stamping, “Pay to the order of 
Bank of America of California Gladys 
E. McCormick Trustee.” 

She then made believe that she was 
remitting “monthly payments” to her 
principal for another two years 
after the reconveyance. The principal 
learned of the fraud only when the 
broker became bankrupt. He then sued 
the title company on the original check 
rather than on the original consider- 
ation. The title company and its bank 
defended on the ground that the plain- 
tiff had received payment in that his 
agent had endorsed the check. 

In reversing its lower court, the 
Court of Appeals said: “The negli- 
gence which, added to the nefarious 
conduct of McCormick, brought about 
the loss, is of those who chose to rely 
on her warranty, by endorsement, that 
she had good title to the check. The 
drawer’s liability, in turn, follows 
from the general rule of drawer’s re- 
sponsibility, as given above. It was 
the drawer’s choice to select a drawee 
bank and to place confidence in that 
drawee’s decision to make payment to 
the proper holder.” 
Cignetté v. ................ 
294 P. 2d 490 (1956). 
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TRAINING 
LOAN OFFICERS 


CONTINUED FROM PAGE 31 
ment paper. This is something he 
knows first hand. After he presents 
his analysis of this problem, his asso- 
ciates begin to view him in a new 
light. This exchange of information 
has been one of the most worthwhil” 
parts of the workshops. 

Already our groups have played ai: 
interesting part in revealing hidde 
talent, perhaps not always fully ap 
preciated in the environment in whic) 
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a man has been working. By the time 
a man has publicly expressed his view 
on about 70 actual cases involving the 
extension of credit under a_ wide 
variety of circumstances, his method 
of approach becomes plainly discern- 
able, and he has learned to handle 
himself in front of his group. We 
believe that this additional informa- 
tion will be helpful in assigning these 
men to jobs where the special interests 
and talents revealed will be used to 
full advantage. 


UR workshops are not a substitute 
for the on-the-job training pro- 
gram for loan officers used by our bank 





| 


over a period of years. Under that | 


program promising young men have 
been placed in three special fields for 
training, the credit inquiry section, 
the commercial loan review section, 
and the instalment loan division. Here 
they acquire an early familiarity with 
loan terminology, knowledge of the 
sources of credit information, limited 
loan experience, and practical skills 
in at least one facet of loan opera- 
tions. We have long viewed this pro- 
gram with satisfaction and take con- 
siderable pride in it, as it has produced 
many men who hold important loan 
positions throughout the bank. 

Our workshop plan was undertaken 
after a careful study of our needs and 
the possibility of finding suitable re- 
placements for older men as they re- 
tire. We think our problem is typical 


of those faced by banks all over the | 
country. We believe we have men in | 
sight to take the immediate places of | 


our older men as they leave us. Our 
“second string” is of high quality, 


experienced, capable and dependable. | 


As a result of the gap in the birth 
rate prior to the war, the tight labor 
market, the increase in the number of 
commercial loans and their diversi- 
fication, plus the trend toward higher 
paid industrial employment, our most 
pressing problem is to develop a third, 
or “support” wave as quickly as pos- 
sible in the under-forty age group. 

For the immediate future, we aim 
to improve our situation by broaden- 
ing the experience of seasoned loan 
men to enable them to handle a greater 
variety of work. But the long-range 
problem cannot be solved in this man- 
ner. We must have young men who 
seek careers in the loan field. Our 
workshops look upon this as one of 
their major responsibilities. 

What do our men in the critical age 
bracket think of our program? Some 
months ago we asked them to write 
us—anonymously, giving their criti- 
cism and comments. These were over- 
whelmingly favorable. Here are some 
of them: 

“The leadership has been excellent 
and I approve of the self-teaching 
technique. Parenthetically, the train- 
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In a modern Bank vault cash, bullion, securities, deeds and 
general documents all require segregation under separate locked 
control. Every inch of vault space is therefore extremely precious 
—certainly too precious to waste through lack of planning. That 
is why nowadays so many Banks specify Chubb Vault Equipment. 

Chubb co-ordinated planning gives the utmost security and saves 
valuable space as well. Many years of experience in the planning 
and construction of vaults and in the efficient use of space have 
given Chubb an unrivalled position in this field. 

The CHUBB Technical Advisory Service is entirely free and 
without obligation. Can you afford not to take advantage of it? 


CHUBB provide world-wide service from their factories at 
Toronto, Canada Sydney, Australia - Johannesburg, South 
Africa - Wolverhampton, England and agents in every principal 
country. 





BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 


CHUBB & SON’S LOCK AND SAFE CO. LTD., 
175-176, TOTTENHAM COURT ROAD, LONDON, W.I 





73 














WATCH 
ARIZONA’S 
POPULATION 


With a 32.5% 
population in- 
crease, 1950-1954, 
Arizona is one of 
the nation’s fastest- 
growing and 

most prosperous 
states. For facts 
and figures, write 


our Research 


Department. 
ONE BANK 
VALLEY 


SERVES 
NATIONAL 
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ALL 


ARIZONA 
- BANK 
39 
offices **Arizona’s Bank”’ 





Resources: $405,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Foe Lnypuessive 





Your bank's name in tasteful and enduring bronze 
or aluminum is a prestige-building ambassador. Names 
of your personnel on desk plates of impressive metal 


add dignity, too. 
INDIVIDUAL LETTERS 


IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete catalog today! 


DESK 4 eed 
NAMEPLATES 


2” x 10” one line of copy, $7.50 
2,” x 10” two lines of copy, $9.00 
on bronze easel — other styles available 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., INC. 


570 Broadway, Dept. BC, New York 12, N.Y. 
74 















ing is the most valuable I have ever 
received from any financial organiza- 
tion and directly assists me in my 
daily work. The cases chosen have in 
the main been well selected. There has 
been adequate diversification and I 
have learned considerably from each 
type of business and from each meet- 
ing. I have particularly liked the group 
participation.” 

“The course has taught me to think 
beyond the basic information present 
in the clearance memorandum. The 
summation at the end of the discus- 
sion period is very valuable and could 
possibly be emphasized even more.” 

“T have obtained from the meetings 
a wider understanding of the various 
types of businesses, a greater under- 
standing of credits, an appreciation 
of the job we are attempting to do, 
and greater confidence in making 
decisions.” 

“The course has greatly accelerated 
my learning by bringing up many 
things that have not come to my 
attention for several years on my 
regular job. I believe more benefit is 
derived from the group discussion 
than from home study.” 

“One of the most important benefits 
derived from this program is the op- 
portunity to become familiar with 
different types of loans. I do not be- 
lieve that the work-load of this pro- 
gram has been too heavy.” 


E include with our workshop 
course frequent appearances by 


| men from the highest echelon in the 
| bank, discussing general loan policies 


| Sumer 





as well as various specialties in which 
these men are expert, such as con- 
loans, agricultural lending, 
cattle operations, etc. A number of 
the workshop members spoke highly 
of this feature, mentioning the fact 
that except for the opportunities the 
workshop afforded they might have 
spent a lifetime in the bank without 
obtaining this personal contact. 

One of the most heartening com- 
ments we received from the students 
was critical in nature. Running 
through the unsigned reports was 
plainly evident a restless eagerness on 


the part of the participant to get 
going on his own, to actually make 
loans himself of the various types 
discussed, and not merely review those 
already made or turned down by some- 
body else. This was tremendously 
encouraging. 

The workshops too, we feel, have 
had a beneficial effect upon the con- 
siderable staff required to conduct 
them. Some of these men have found 
their own thinking stimulated by 
being required to discuss a particular 
loan situation with others and to 
have a share in their development. The 
social values too are considerable. In 
all groups many fast friendships have 
developed. We hope to extend the 
opportunities for social contact as the 
months go by. 


NE of the minor benefits from our 

plan, but one of direct practical 
value, is the fact that members of our 
groups gained a fine working knowl- 
edge of the bank’s loan forms, methods 
of procedure, definitions, etc. Early in 
the sessions our groups were asked to 
prepare written working definitions 
of loan terms. After these had been 
thoroughly discussed and the best 
ones agreed upon, they were mimeo- 
graphed and made a permanent part 
of each member’s note-book. 

A year is, of course, a rather short 
period in which to develop an ap- 
praisal of the usefulness and effective- 
ness of a long-range program of our 
type. Presumably an extended period 
of time must elapse before we can 
begin to count the benefits. However, 
at this date, we are most enthusiastic 
about the program. We think it has 
great potentialities, some of which 
have already been realized. We have 
learned positively, for one thing, that 
by sharing experiences and knowledge 
we can learn from each other. We are 
now confident that by providing 
proper machinery the normal period 
of loan training can be reduced. And 
we have found a feeling of satisfaction 
in grappling with a problem that is 
one of the most serious bankers face. 
At least we have made a beginning 
towards its ultimate solution. 


CUSTOMER OPINION POLL 


CONTINUED FROM PAGE 33 

The front cover of the questionnaire 
bore the simple wording, “‘A Request,” 
and the back cover contained only the 
bank’s full name and a listing of our 
main office address, and our six branch 
addresses. 

The questionnaire mailing to the 
special account customers went out in 


the first month, as statement enclo- 
sures under the bank’s cyclical system. 
The mailing to the regular accounts 
went out in one day with monthly 
statements, and the mailing to the 
stockholders was enclosed with the 
regular quarterly dividend mailing 
which happily coincided with the other 
mailings. 
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Our checking accounts provided us 
with a ready-made, diversified list, one 
that gave us a cross-section of both 
class and mass customers. The list con- 
tained customers in financial, residen- 
tial and industrial areas, and repre- 
sented every size account, from the 
very large one down to the special, no- 
minimum balance account. Thus, we 
felt we achieved a near 100 per cent 
coverage. We did not include the sav- 
ings depositors because of the over- 
lapping that would have resulted. 


OME simple but important logic, 

we think, lay behind our election to 
canvass our stockholders. In recent 
years an increasingly large number of 
companies have sought ways of 
getting closer to the owners of the 
businesses, the stockholders. The ques- 
tionnaire seemed to us to be one way 
that we could partly accomplish that 
end. We wanted to show our stockhold- 
ers that their bank is sincerely inter- 
ested in providing efficient, pleasing 
service to its community as a whole, 
which in turn benefits them as stock- 
holders. At the same time, we deliber- 
ately hoped to “implant” the notion 
that it is something of an obligation 
for a stockholder to recommend the 
bank. One of the stockholder-returns 
bore the comment, “I have a stake in 
this bank; certainly I ought to try to 
use it to good advantage.” 

Within a few days the returns 
started coming in. We are frank to 
admit we did not expect the astonish- 
ing response that resulted, but natur- 
ally were very happy about it. Al- 
though we had completed our major 
tabulation by the end of February, the 
returns continued arriving for some 
months. Even now we still get an occa- 
sonal reply with an apologetic note 
that “your bank questionnaire was 
mislaid.”’ Moreover, it has not been un- 
common for a depositor to “apologize” 
personally to an officer or a teller for 
not returning the form. A total of 
9,606 forms were completely filled out, 
and another 1,000 or so were partly 
filled out or contained comment. 

At first we thought it would be a 
simple task to receive a few hundred 
returns, tabulate them, and take ac- 
tion where action was indicated. It 
quickly became apparent, however, 
that the processing would not be so 
simple. For instead of the “few hun- 
dred” that we had anticipated over the 
entire survey period, the post office 
dumped two full crates of returns in 
our laps the first day. 

Consequently, we began to machine- 
tabulate the questionnaires that were 
returned by the regular and special 
checking account depositors. The total 
results are shown in the illustration 
on page 33. Here briefly, perhaps, some 





interpretation of those figures may be 
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LAMSON AIRTUBE® SYSTEM 
safeguards depositors at the 
Fulton National Bank of Atlanta 


Suppose somebody walks into your bank, gives a depositor’s name, and 
asks for “his” balance. Does he get it? 


Not at the Fulton National Bank of Atlanta, Ga. When planning for 
their new quarters, Fulton bank officials visited more than 400 banks — 
checked Lamson Airtube Systems against every other communications 
method, including office boys, telephones, and television. The conclusive 
result; Airtube is the most efficient system of all... in men, minutes, money! 


Now the man who asks about a 
balance goes to the Statement Depart- 
ment on the first floor and signs his 
name on the form provided. The sig- 
nature card is then sped via Airtube 
and verified with the Bookkeeping 
Department on another floor within 
seconds ... safeguarding all depositors 
from impersonation! 





Although quick signature verification is the biggest load put on the Air- 
tubes — 90% of all paperwork between stations — the Lamson system links 
every one of 24 departments in the Fulton Bank in a rapid-transit network. 
Communication time between the Loan Office (first floor) and Record Vault 
(fourth floor) has been cut 80%. Checks from the Drive-In Department are 
verified by Bookkeeping in 30 seconds. The bank, with five times the floor 
space of its previous building has increased by 15% its employee produc- 
tivity, thanks in great part to the Lamson system! 


Learn How Your Bank Can Increase Its Communications Efficiency 


Ve | CLIP TO YOUR LETTERHEAD 
AN Se | 


il | Please send me these bulletins: 
LAMSON CORPORATION | oO Airtube on Target 


| 
‘ Y : , 
3547 Lamson Street, Syracuse 1, New York [ Automatic Airtube Systems 
| 
- 


Plants in Syracuse and San Francisco | 3547 
Offices in Principal Cities | 
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Already sealed in proper size, 
these Standard “Auto-Wrap” cur- 
rency bands are printed in the color 
and style recommended by the ABA 
Bank Management Commission. 
Made of tough white Kraft paper 
with six standard denominations, 
these bands are less expensive and 
speed up counting and sorting. 
Write today for free colorful catalog 
and price list. 


Since 1900 wherever 
money is wrapped. 
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WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 


76 













‘Standard Auto-Wrap Bands 








of significance to other banks that con- 
template a similar survey. 

The 9,103 respondents listed in the 
tabulation (some had not been en- 
tered at that time) indicated that they 
used a total of 13,523 of our bank’s 
services. Of course we could have ob- 
tained this same information from our 
central files, but the information from 
that source would not have amounted 


| to the same thing. It would have been 


mere statistical data, lacking personal 
contact and comment, and would not 
have served as a base for further in- 
formation. Plainly then, since only 
a third of the checking account re- 
spondents used other bank services, 
the findings in this part of the survey 
indicated two things: A large poten- 
tial for and the need to “sell’’ other 
bank services to existing customers. 


HE “customer services used” sec- 

tion of the tabulation shows how 
the questionnaires were broken down 
among our main office and_ six 
branches. Here we found out quite 
conclusively that we do not have any 
one branch that lags in service behind 
the others, or any one branch that is 
more outstanding in service than the 
others. Since all branches scored about 
the same, we were reassured we had 
no weakness in our branch system. 

By far the great majority of our 
customers felt we offered friendly and 
courteous services and adequate facili- 
ties, and rated our services above aver- 
age and excellent. These replies meant 
a great deal to us insofar as they were 
gratifying, and certainly an incentive 
to go on providing the best possible 
services and facilities. 

However, it was the 78 “not friend- 
ly,” the 174 “not adequate facilities” 
and 53 “poor” and 1,424 “average 
services” that demanded our closest 
attention. We will discuss shortly the 
nature of these negative replies and 


the action they incited. 


The last part of the survey findings, 
the “Do you recommend the bank” 
section, to our minds, was the most 
important phase of all, for several rea- 
sons. In the first place, it was the area 
in which we could determine the ex- 
tent to which we are achieving the 


| best of all forms of advertising, word- 


of-mouth, good will advertising. 

Secondly, we could be sure that if a 
person said he never recommends our 
bank, he had a gripe that was real to 
him, whether or not we considered it 
warranted. 

Moreover, as we indicated before, it 
was in this phase of the questionnaire 
that we “asked” both depositors and 
stockholders that in the future they 
recommend our bank We “asked” by 
the simple expedient of suggesting 
they do so through the all-caps survey 
question, “DO YOU RECOMMEND 


TRADESMENS TO YOUR FRIENDS 
AND ASSOCIATES?” 

Finally, the very fact that we asked 
if we are recommended indicated that 
we would like to be, and would like to 
know how to be. Therefore, the survey 
was tantamount to a public education 
project that might well be good for the 
banking industry as a whole. In fact, 
we wish other banks would make sur- 
veys for the general good of banking. 

We ran into a little trouble when 
we started to break down the “sub- 
jects” that were mentioned in the sev- 
eral thousand written comments our 
customers made. The “subjects” be- 
came too numerous. However, some ap- 
peared repeatedly, such as: lack of 
parking facilities, lack of air-condi- 
tioning, questions on loan policies and 
service charges, the desire for more 
tellers, etc. 

Among the wide variety of other 
subjects, to mention a few, were sug- 
gestions for: a vacation club, postage 
stamp machines in the bank’s lobbies; 
longer hours; full spelling of custom- 
ers’ names; imprinted checks for spe- 
cial checking accounts; stamps for re- 
turn mail deposit envelopes; additional 
branch offices; additional drive-in 
windows; coupon envelopes for the 
desks in the ladies’ lounges; left- 
handed check books; speeding up of 
filing address changes for customers 
who spend summers out of town; 
quarterly instead of monthly state- 
ments; folders for special checking 
deposit slips; a financial information 
service; and many other subjects. 


PPROXIMATELY one out of every 
four questionnaires contained a 
concrete suggestion, either openly, or 
in the form of a question or a com- 
plaint. If a classification of the ques- 
tionnaires by groupings were made, it 
might include: the eccentric, the com- 
plimentary, legitimate complaints, ac- 
companying letters, and an “old cus- 
tomer” group. 

In all of these classifications, except 
one, we took as prompt and thorough 
action as possible. The exception was 
that we did not take the advice of one 
commentator to “go soak your heads.” 

The first action taken was to send 
a printed “thank you” note, over the 
signature of President Large, to al! 
depositor and stockholder respondents. 
In these cards we said we were grati- 
fied with the huge response, and de- 
lighted to know that so many cus- 
tomers and stockholders refer new cus- 
tomers to us. We also said we would 
consider carefully the suggestions that 
were made, and invited the stockhold- 
ers and depositors to forward to us 
“any further suggestions you might 
have in the future.” 

Several letters accompanied the re- 
turn of individual questionnaires. One 
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of these letters rather dramatically 
pointed up the justification for and the 
worth of the survey. The author was 
a doctor active in some degree in work 
for the city. He wrote that his dealings 
with Tradesmens Bank personnel were 
enjoyable, with but one disturbing ex- 
ception, and that, “In fact, I not only 
avail myself of the services of your 
several departments—trust, savings, 


loan, and regular checking—but have | 


been responsible for bringing in ten 
new accounts to you during the past 
18 months.” 

“However,” the doctor continued, “a 
recent occurrence has seriously af- 
fected my attitude toward your insti- 
tution, and since I do not feel com- 
fortable at your offices, I have re- 
frained from personally conducting my 
business there.” 


ITHIN two hours after this letter 

was received, an officer sat talking 
to the doctor. The “recent occurrence,” 
it developed, was a strained relation- 
ship between the doctor and a teller, 
whose curt attitude had offended him. 
The personal visit by the officer afford- 
ed the doctor a chance to relieve his 
tension, and at the same time arrange 
for him to talk to a bank employee 
who was not curt. The teller has since 
married and left the bank. 

A mild, tongue-in-check threat ap- 
peared in another letter, one that sug- 
gested a drive-in teller window at the 
branch in the author’s area. One of 
six paragraphs in the letter said, “Due 
to the many favors and the friendship 
which I enjoy at your bank, I am not 
even considering making any change. 
But next winter when I have to wade 
a couple blocks in the snow, plus my 
five-mile drive—I could get sore, and 
there are a couple branch banks within 
a very few blocks of my home.” 

Answering letters and making tele- 
phone calls and personal visits devel- 
oped into quite a by-product project 
of the survey, with Harold McKaig, 
one of the writers of this article, as- 
signed the job of delegating the action 
to be taken. At first about 12 officers 
were assigned to answer those ques- 
tionnaires that contained suggestions 
and complaints. Later, however, the 
number of letter-writing officers was 
reduced to the four members of the 
Idea Committee. 








A personal letter was also written | 


to every stockholder who had returned 
the questionnaires, and some of those 
letters brought additional replies. In 
numerous of the complimentary com- 
ments, the customer respondent had 
singled out some officer, or teller, or 
guard or other employee by name. In 
every one of these cases the compli- 
ment was promptly passed on to the 
staff member cited. 

An interesting sidelight to the sur- 
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Only doors that Bume’Cec~ 
your year-round air conditioning! 


REVOLVING DOORS give you two-way insurance against 
outside weather — however heavy the two-way entrance traffic. 
Blistering summer heat can’t filter through these doors 

that are “always open” yet “always closed.” Neither can a 
chilling wintry blast wend its drafty way past them. No other 
doors complement your air conditioning system with this 
complete all-seasons protection. And this is only one of many 
other cost-reducing, comfort-adding advantages that can be 
yours with revolving doors ... but only with revolving doors. 
Available with manual or automatic power operation. 


See Sweet’s Architectural File No. 16f 
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vey was the realization brought home 
that we have a fairly large group of 
really “old customers.” One of these 
respondents, a 92-year-old, wrote; “I 
just rely on you to do what is right 
as you always have for well over 50 
years.” These replies from the very 
old customers were singled out and a 
special letter sent to them to acknowl- 
edge their years of loyalty to our bank. 

The fact that a fairly large number 
of “complaints” concerned our service 
charges on checking accounts indicated 
that our bank, like so many others in 
all parts of the country, had not been 
doing a good job in educating the 
public on service charges. As a result 
of the survey, we were able to explain 
to many of our customers the operat- 
ing reasons that justify and fix the 
charges. The survey will also help us 
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bear in mind in the future the impor- 
tance of finding ways to provide edu- 
cation on service charges. 

We feel now, in light of the survey, 
that bank managements must often 
assume that certain improvements are 
needed without consulting with their 
depositors in any way. The overall im- 
pact of our survey gave our manage- 
ment definite answers to a number of 
questions on improvements that had 
been contemplated, but on which no 
action had been taken. In other words, 
when a sufficient number of sugges- 
tions concerned any one item—park- 
ing, air-conditioning, more tellers, ete. 
—it served to crystallize our thinking 
and spur action. 

More and larger parking facilities 
where possible are now in the making. 
The air-conditioning of some of our 
offices will soon be completed. Postage 
stamp machines have been installed in 
lobbies. Additional tellers are on duty 
during noon hours. Plans are in proc- 
ess whereby all our special checking 
account checks will be personalized. 
Plans are also afoot for increased 
drive-in banking service. And numer- 
ous other, lesser changes have been 
or will be made. 

A word about our newly formed 
Vacation Club will serve to show how 
the survey had an impact on our think- 
ing. Before the survey we had dis- 


MONTH-END 


CONTINUED FROM PAGE 35 
sisted in maintaining a smooth work- 
ing pace at the end of the line. 

Appropriate to mention as part of 
the assembly line principle is the han- 
dling of full or completed statements 
which accumulate during the month. 
If these full statements were held until 
the first day of the month before filing 
at the statement counter, it would 
create a very heavy load and cause a 
bottleneck in the working pace. To 
eliminate this, beginning two days in 
advance of Operation Statement the 
full sheets are filed at the statement 
counter, and the final portion of these 
statements when delivered by the 
crews are attached to them. 

The assembly line principle and the 
ever-present working pace are evident 
again in the mailing out of the state- 
ments. Statements to be mailed are en- 
closed in open faced envelopes, are 
sealed by the persons making them up, 
and are then sent directly to the mail- 
ing department. Statements too large 
to enclose in open face envelopes are 
segregated and delivered to a crew as- 
signed under a captain to oversee the 


cussed the advisability of such‘a serv- 
ice; however, after numerous respond- 
ents voluntarily suggested a vacation 
club, there seemed to be little need for 
any further discussion. We imme- 
diately made up a folder to promote a 
vacation club and within the first six 
weeks the club had 1,000 members. 

Well before the survey project was 
ended, it had roused the interest o 
other banks in various ways. In one in- 
stance, a stockholder who had received 
a questionnaire and who lived in an- 
other city, went to his bank in that 
city and said, “Why don’t you do some. 
thing like this?”’ The bank then con. 
tacted us for details. 

In another case the advertising de- 
partment of a bank inquired if we 
would have any objection if they did 
the same thing. The answer was that 
we certainly would not have any ob- 
jection. 

A singular psychological aspect of 
bank-customer relationships pervaded 
our survey. We were impressed with 
the fact that bank depositors are an 
extremely loyal lot, and feel about 
their bank much as they do about their 
physician or lawyer. One looks after 
the “customer’s” health, the other his 
legal security, and we, his money. This 
loyalty is deserving of all the confi- 
dence and guidance we can give our 
customers. 


STATEMENTS 


complete operation of mailing. The 
equipment, such as wrapping paper, 
tying machine, postage meter, etc., 
has been assembled in one convenient 
area for use. This phase moves very 
smoothly with all cooperating and 
working at an even pace. 

I believe that the key to the success 
we have had with the operation is the 
watching of every small detail in equip- 
ment and personnel, and the coopera- 
tion of all concerned. Captains receive 
memoranda each month reminding 
them of the problems we must watch, 
and giving any special instructions 
that are necessary. It is the captains’ 
duty to oversee and keep errors at a 
minimum. The working pace has long 
since taken care of itself. 

A successful operation is not a mat- 
ter of luck, since the outcome is a 
meshing of many things which go to 
make up the whole. The ingredients 
that I would list as necessary are an 
organized system, mechanical equip- 
ment, and. personnel. Put these to- 
gether, add experience, initiative, hard 
work, plus an open mind to sugges- 
tion, and, last but not least, coopera- 
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rv- tion. Naturally, a trial and error 
nd- period must be endured before full 
ion success can be achieved. 
for The entire system is a manifestation 
ne- of the important role played by assem- 
ea bly line working pace, in attaining vol- 
Six ume output. Working pace is actually 
; a morale booster, for it creates an in- 
vas centive to pitch in and stay with fellow 
o! workers until the job is finished. It is | 
in- an integral part of the whole operation | 
Tec of merging material, people and ma- 
in- chines—the most important link be- 
lat tween the mechanism involved and the | 
1e accomplished task. 
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of mission.” He also voiced disapproval wean = 

th of the New York Stock Exchange plan — os * oe 
oe under which stocks are purchased on ZA 
w" an installment basis. “It costs the in- MODEL 4430 DESK SET<2-7 

es vestor too much money,” he contended. , 

“a “T think he would be better off to save 

“i his money until he gets enough so that 

he can make a purchase himself and | 

. pay for it.” 


In his discussion of investments 
with customers, Mr. Neill advises first 
the purchase of Governments; second- 
ly (and very close to first) he recom- 
mends municipal bonds; and then 
common stocks. 


N common stock purchases, he rec- 


ommends that they obtain and - 
P study data pertinent to the record of 
the company in which they wish to in- Alw d to Write 
e vest. He points out to them the risk 


2 of declining markets, and warns that 





™ they should not buy stocks with the ex- WRITES FOR MONTHS WITHOUT REFILLING 

t pectation of a rapid rise in price. 

y _ A country bank that is quite active For months on end, this popular Esterbrook Desk Pen Set needs 

. —— ee rend ag nr | no attention—no special care—no ink refill! And your writing 
Bank of Coldwater, Michigan. Presi- glides on instantly and smoothly the moment point touches paper. 
dent H. K. Snyder has explained its | Try one for 30 days—if it doesn’t completely measure up to 

- policy as follows: “We have many expectations your dealer will gladly refund your money. 


customers who are investors in stocks 


and bonds, and we try to assist them 
as best we can within certain limita- 
: tions. In the first place we act only as 
; agent in the purchase of securities for <” ‘ F 
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‘ customers, and have our customers 
sign our purchase agreement which so THE PENTHATFILLS ITSELF BASE HOLDS 40 TIMES MORE INK CHOOSE THE RIGHT POINT 
states. We refer them to various serv- Every time you return pen than ordinary fountain for the way you write—by 
ices such as Standard and Poors, and to socket, capillary action pens. Needs no attention number. More than 30 
. ° ‘ ° . refills it with a full supply at all for months and point styles for your 
other factual information. We try to of ink. months and months. selection. 


furnish all the data available from 
these sources concerning any desired 


BS purchases. We never recommend to ® 
our customers any specific stock. We 
try to explain the risk position of a DESK PEN SETS BY 
stockholder, and in many cases dis- | 


courage the purchase of a stock where | 
a customer is not at all informed nor 
in any position to own equities. We | 
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do not recommend purchase of stocks 
unless the individual is truly an in- 
vestor and has the available funds and 
is willing to take the risk involved. We 
will have no part in speculative pur- 
chases.” 

The bank does not make any charge 
for the advice rendered, but a small 
fee is charged for actual purchases. 

A similar advisory program is fol- 
lowed by President Welman at the 
Bank of Kennett. He describes it 
as follows: “It is our policy to consult 
and advise with our customers con- 
cerning their own overall financial 
picture, and the general money and 
credit situation. We try to explain 
the risks and possibilities, and the ad- 
vantages and disadvantages, particu- 
larly in connection with stocks. We 
give them any data we have on hand 
concerning dividend records, ratings, 
etc., and offer to obtain additional in- 
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formation through our correspondents 
or brokers. We offer to place or have 
placed any orders they may desire to 
enter. If the customer is considering 
some choice we feel to be low grade or 
speculative we take particular pains 
to point out the hazards. 

“We do not tell them to buy or not 
to buy, we do not recommend specific 
stocks except to the extent that we 
may point to the long record of divi- 
dend payments, good ratings, etc., and 
we do not charge any fee for anything 
we do along this line. We do recover 
out-of-pocket expense such as tele- 
phone costs, postage, insurance, regis- 
tration, and the like.” 

In the little Illinois town of Mount 
Morris (2,700 population), Cashier 
Lundgren reported that this communi- 
ty has more than the average number 
of well-informed investors who have 
been in the market for years, and also 
has five investment clubs which pro- 
vide quite an education in securities. 
His comments which follow exclude 
these groups, and have to do only with 
the customer who has money but little 
knowledge of investing. 


T the outset of his explanation, Mr. 

Lundgren professed: “I am just 

a country banker without too much 

training in investment theory, so all 

I can offer to customers is what I have 

been exposed to in actual business 
contacts.” 

He then added: “I rather like to 
shy away from the word ‘recommend’ 
in talking with customers on invest- 
ments. When you definitely recom- 
mend anything, you are certainly lay- 
ing yourself open to criticism should 
the investment not work out too well. 

“T usually begin such conversations 
by finding out first his general finan- 
cial set-up and by telling the customer 
what avenues are available for sur- 
plus funds, such as bank savings ac- 
counts, government bonds, savings 
and loan shares, common stocks, etc. 


_I suggest that possibly an individual 


should have some of his funds in each 
of the categories. I explain that some 
common stocks might help to increase 
the overall yield on his investments 
and perhaps would provide some in- 
flation hedge. 

“T also tell the customer that stocks 
have a way of going up and down in 
the market; that I don’t expect any 
credit if he invests in some equities 
and they increase in value, and like- 
wise I don’t expect to be held account- 
able in any way if they decline. 

“I do try to give the customer all 
the information I can, both in conver- 
sation and through providing infor- 
mative literature,” Mr. Lundgren 
added. “I usually have a list of com- 
mon stocks sent out by a brokerage 
house which I give him, along with a 
stock record book showing ratings, 


earnings, etc., which I try to show him 
how to read. He usually comes back 
with the list for further discussion 
and I tell him all I know about any 
given stock and leave it to the indi- 
vidual’s judgment. 

“Of course the information I giv 
him no doubt helps him to become 
somewhat better informed, but I de 
try to impress upon him that it is his 
money and he should make his own 
decision; that if he should want to 
‘take a flyer’ in something, he should 
only do so realizing that it is exactly 
that type of stock. I endeavor to ex- 
plain about the different categories, 
such as income stocks that perhaps 
will not fluctuate much but will give a 
good return, growth stocks bought 
largely for appreciation, and so on. 

“Tt will all add up in ‘the end that I 
haven’t told the individual to buy any- 
thing, but perhaps I have given him 
enough information so he may make 
some reasonable choices on his own,” 
Mr. Lundgren summarized. “At least 
that is what I try for. We do have a 
connection with a Chicago brokerage 
firm whereby they take our orders on 
collect calls. They buy the stock and 
send us a statement, and we collect and 
remit, specify the form of registra- 
tion, and make delivery to the cus- 
tomer when the stock certificates are 
received. We make no charge and are 
out our time and postage.” 

3. What results or “repercussions” 
have been experienced from rendering 
investment assistance ? 

Mr. Thomas, who believes stock 
recommendations should be left en- 
tirely to brokers, reported that in his 
32 years of country banking he had 
noted that in banks where this policy 
was followed none of the customers 
had ever suffered any material loss. On 
the contrary, he stated, “in those 
banks where there are those who think 
they are smart enough to play the 
stock market, customers have suf- 
fered losses, which in my opinion is 
poor public relations.” 


OWEVER, among the bankers 

who do extend some investment 
counseling, no adverse customer re- 
actions were reported. 

Mr. Welman stated that his institu- 
tion had not had any unfavorable 
effects from its efforts to assist. Mr. 
Lungren expressed the opinion that 
customer relationships had been en- 
hanced through the handling of their 
stock transactions. 

Mr. Neill indicated that his institu- 
tion’s experience so far has been satis- 
factory, but also opined that rendering 
investment help may be somewhat of a 
thankless task. “We have had no 
‘repercussions’ due to the fact that we 
have had a rising market,” he noted, 
and then added parenthetically—‘and 
we have also not had much praise!” 


. 


Burroughs Clearing House 











eo. we 


id 


yn 











orrespondents 


cclaim 


span aiaednucecdnndakaedbbbebiehsTieweehteUteseeeCssseTCRtAEnSrenreeoererens essere oestemnsspereles rey ly eee e eee 


the 


}ttention of 





sna midtitannseeddansnddanvaceetdeeedhdscheUtntts®GttOGeGGOSeTeeeOOEGDEFOCCESSERSEODEREDOR SIN DE REI TNE Nee eee 





rocker- 


nglo CALIFORNIA'S 
OLDEST 
NATIONAL 
BANK 


Assets more than $1,450,000,000 


52 offices in 33 Northern and Central CROCKER-ANGLO 


California communities NATIONAL 


Over 85 years of service to banks and bankers BAN K 





24-hour transit department 
Head Office: 1 Sansome Street, San Francisco 


Member Federal Reserve System 
Member Federal Deposit Insurance Corporation 








ae 


eeeeeeseeeee 


An Authentic Case History From 


American Express Files 








Mr. Cressingham travels from St. Louis 


He discovers loss of $800 in Travelers 
to New York to board ship for France. 


He calls bank in St. Louis and is told 
Cheques on arriving in New York. 


to contact American Express in N. Y. 

















des 5 


Mr. Cressingham arrives at American 
Express Paris Office, 11 Rue Scribe. 


He boards ship too early in morning 


The Paris manager has been advised 
to allow for refund in New York. 


by New York, and Mr. Cressingham 
receives new Travelers Cheques. 


Le) 
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Mr. Harold Cressingham® purchased $800.00 in American Express Travelers Cheques 

at the suggestion of his bank in St. Louis, Missouri, before traveling to New York 

to board ship for France. When he arrived in New York City, late in the afternoon, 

Mr. Cressingham discovered his Travelers Cheques were missing and immediately 

reported the loss to his bank in St. Louis. The bank advised Mr. Cressingham to *This name has been 
telephone the American Express‘Company in New York. Although the early morning Ses as 
sailing of his ship,made it impossible to give him his refund the same day, the person involved. 
Paris office was advised immediately, and new Travelers Cheques were 

waiting for Mr. Cressingham when he arrived there. 


Mr. Cressingham was able to continue his trip as planned. 
He had lost neither time’nor trayel funds. . «and his bank 
had retained the good will of a valued customer. 

This year, more and more of your customers will be 


traveling. Make sure they get the most for their money . . . 
American Express Travelers Cheques. 
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AMERICAN EXPRESS TRAVELERS CHEQUES 


THE WORLD’S NUMBER-ONE MONEY SINCE 1891 
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